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a SALES SUPPORT FALL SHOW 


Sparks | Lmployment Best Since’29 


Westward Ho! 
Asleep Aloft 
Just a Buckaroo 
Coasting on the Coast 
A “Q” and “A” Test 


- > Ot 
By 


Chris Sinsabaugh 


San Francisco 


| sand GETTING hither and yon 
in this vast country of ours, 
particularly when time is an im- 
portant factor, I vote for the 
magic carpet, modern slang for 
airplane. Taking the sky route, in 
my hurry to get out here and be- 
come a native son for a fortnight, 
I cut corners to the coast and 
arrived here in the jiffy we like 
to talk about. And the trip made 
me airminded to the nth degree. 
Now I understand why so many 
of the factory folk use planes on 
their trips to the west coast, and 
also to the Atlantic seaboard. And 
also why more and more dealers 
go through the air to and from 
the motor capital. 


+ + + 


WHY, JUST THINK! I left 
Chicago Sunday noon on the 
American Airways good ship, the 
Longhorn, and next morning I 
was in Los Angeles. And what a 
wonderful trip it was. Stops at 
airports en route about every two 
hours served to break a possible 
monotony, while the switch at 
Forth Worth to a sleeper plane 
gave me my first chance to really 
go to bed on an airplane. Old 
Morpheus and I got really 
chummy from there on. I’m only 
sorry I came west too early to 
ride one of the American Airway’s 
new DST ships which, I under- 
stand, will have sleeping accom- 
modations, that is berths, for six- 
teen. The line has contracted for 
20 of these Leviathans of the air 
for transcontinental service, but 
it will be another month before 
the first of them will be put into 
commission. The DST can carry 
16 passengers, tucked away in 
their berths, 1,400 miles in seven 
and a half hours. As Buick says, 
“Boy, That’s Travelin’.” 


aa * * 


THIS BEING a sort of a log 
of a traveling Paul Pry, permit 
me to record the reception given 
the columnist at Fort Worth, 
where there was a four-hour lay- 
over, waiting for the _ sleeper 
plane. Mack McGinley, automo- 
bile editor of the Fort Worth 
Star-Telegram, had volunteered 
to pick me up and supper me. 
So I wasn’t set for the surprise 
party that was pulled. As I de- 
barked, I was surrounded by at 
least 15 cowboys, wearing 10-gal- 
lon hats, boots, gaudy shirts and 
shooting irons in holsters. But 
they turned out to be fake cow- 
bevs; they were the leading auto- 
mubile dealers of Fort Worth 
rounded up to give me the works. 
And they did. They had a cow- 


(Continued on Page 23, Col. 1) 
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Analysis. Shows 
Layoff Periods 
Materially Less 


DETROIT.—Save for the 
peak year of 1929, more men 
were employed in the pro- 
duction of automobiles dur- 
ing 1935 than for any other 
year the industry can remember. 


The income per man in 1935 
was approximately 15 per cent 
below that for 1828, it is under- 
stood. 
hourly rates but fewer hours 
worked. However the 1935 cost 
of living, statisticians, report, is 


which would mean a five per 


cent increase in the purchasing | 


power...of automobile workers 


during 1935. 


In the meantime the labor 
turnover at the factories has been 
steadily decreasing since 1934 with 
the result that in 1935 the average 
month to month variation in em- 
ployment was only 86 per cent 
compared with 12.0 per cent in 
1934. 


The Automobile Manufacturers 
Assn. has announced that the em- 
ployment total for the year just 
past came within 10,000 men of 
equalling the 1929 all-time rec- 
ord of 447,000 workers. 

This occurred despite the fact 
that the 1935 output of motor ve- 
hicles was still a million and a 
quarter cars below the 1929 mark, 
according to Alfred Reeves, vice- 
president and general manager 
of the association. 

“Comparison with the industry’s 
second best year, 1928, accentuates 
this showing,” Reeves asserted. 


This was due to higher | i 





“Average employment that year 
was 435,000 workers by compar- 
ison with 1935’s figure of 438,000 


(Continued on Page 2, Col. 1) 





‘Must Have Same 
Price for All,’ FTC 


Informs Goodyear 


WASHINGTON.—Under an or- 
der entered Thursday by the Fed- 
eral Trade Commission, the Good- 
year Tire and Rubber Co., its sub- 
sidiaries and their officers and 
agents are directed to cease and 
desist from discriminating in 
price between Sears, Roebuck & 
Co., and Goodyear’s retail dealer 
customers by selling automobile 
tires to Sears, Roebuck & Co. “at 
net realized prices which are 
lower than the net realized prices 
at which the said respondent sells 
the same sizes of tires of com- 
parable grade and quality to in- 
dividual tire dealers or other pur- 
chasers.” 

In arriving at the net realized 
prices, the order requires the 


(Continued on Page 18, Col. 5) 





| BASIC REASONS for expecting a record spring selling season 
20 per cent below that of 1928)| were given by H. H. Curtice,’ Buick president, at the spring sales 
meeting at Flint, Thursday. In the above picture A. E. deLoach, New 
York zone manger, left; John J, Costello, Philadelphia zone man- 
ager, with halo, and J. E. Saul, assistant New York zone manager, 


give Curtice the low down in their bailiwicks. 


Curtice is Enthusiastic 


Over Outlook for Spring 


FLINT, Mich.—An encouraging 
outlook for the automobile in- 
dustry for March and the second 
quarter of 1936 was described 
Thursday by Harlow H. Curtice, 
president of the Buick Motor Co., 
and W. F. Hufstader, general 
sales manager, before members 
of the Buick regional and zone 
organization, assembled here to 
launch the spring sales campaign 
of the country. 


“Just before us,” said Curtice, 
“is the peak of the automobile 
selling season of the entire year. 
From Buick’s standpoint we start 
into it stronger than ever before. 
At the same time the market for 
the entire automobile industry is 
greater today than it was when 
new models were introduced last 
fall. 


“Blizzards and subzero weather 








The Top Ten 


Passenger Cars 

First Ten in Registrations 
for 45 States in January as 
Reported in ADN Today. 
1936 -- 1935 
Pos. Make Pos. 
1—53,648 Chev, 22,934— 2 
2—42,017 Ford 38,163— 1 
38—24,177 Plym. 20,452— 3 
4—11,698 Dodge 7,203— 4 
5— 8,714 Olds. 3,609— 7 
6— 7,421 Pont. 4,970— 5 
7— 6,551 Buick 3,245— 8 
8— 5,360 Huds.* 3,659— 6 
9— 3,045 Stude 2,139— 9 
10— 2,786 Chrys. 1,598—10 
*Inoludes Terrapiane. 


Total All Makes 
174,926 112,767 
See Total Registrations to Date, 1936- 

1935, pages 20 and 21, this issue. 














over two thirds of the continent 
have curtailed motor car sales 
somewhat during the past two 
months. A summation of general 
business during that time, however, 
shows that the normal upcurve of 
recovery was sustained. More 
(Continued on Page 20, Col. 1) 


NSPA and MEMA 
Plan ASI Show; 
MEWA Starts Own 


DETROIT.—First of this week, 
Motor & Equipment Manufactur- 
ers’ Assn. and National Standard 
Parts Assn. announced that the 
Motor & Equipment Wholesalers 
Assn. had failed to accept their 
invitation to join with them in a 
continuation of the long estab- 
lished MEMA - MEWA - NSPA 
sponsorship of the annual Auto- 
motive Service Industries Show. 


Simultaneously, MEMA and 
NSPA undertook a lengthy state- 
ment of both their own and 
MEWA’s position in the long 
drawn-out attempt to come to an 
agreement on the show. 


Middle of this week, with a note 
of resentment that a statement 
of its position had been made by 
the MEMA and NSPA, the 
MEWA made known that it will 
conduct what it terms an Auto- 
motive Products Exhibition this 
year. Details of place, date and 
other matters are expected soon. 

In a statement accompanying 
the announcement, MEW4A’s Gen- 
eral Manager, B. W. Ruark, de- 


(Continued on Page 21, Col. 1) 


$6 Per Year, 10c Per Copy 


Spring Demand 
Booming Despite 
Heavy Fall Gain 


Improved Weather Ends 
Fears of Effect of 
Early Exhibits 


By BILL CALLAHAN 
Managing Editor ADN 


DETROIT. — Fears that 
the fall model announce- 
ments had been a case of 
robbing Peter to pay Paul 


seem to be dissipated as im- 
proved weather conditions have 
brought a sharp upturn in both 
new and used car sales. During 
the first half of February reports 
of slow selling were at first at- 
tributed to weather conditions. 
As reports from the southern 
states indicated that much the 
same condition existed, apprehen- 
sion grew, and in some circles it 
was felt that the heavy fall sell- 
ing had cut deeply into the spring 
market. 


Reports for the latter half of 
February, when weather showed 
improvement, would indicate that 
such fears were ungrounded. 
While it is true that weather con- 
ditions in the southern states 
were relatively better than in the 
northern states, the dyed-in-the- 
wool southerners thought things 
were pretty bad. 

Now the picture is changing 
rapidly, Plants are increasing 
their schedules and these in- 
creases are based upon orders 
from dealers in the field. There~ 
will be no effort at crowding, but 
dealers themselves feel confident 
that the spring demand which is 
now developing will be far greater 
than their earlier anticipations. 
Even as things stood the showing 
of the industry as a whole dur- 
ing the first two months of 1936 
will be far ahead of the same 
period last year with gains reg- 
istered in both new and used car 


(Continued on Page 3, Col. 1) 


NADA Reports on 
Dealers Status 
In New Survey 


ST. LOUIS, Mo.—Revelations of 
alleged ruinous conditions in the 
automobile retailing trade which 
the National Automobile Dealers’ 
Assn. claims are beyond dealer 
control are contained in a 10,000- 
word report compiled by that as- 
sociation. The findings are said 
to be based on the operations of 
1,058 dealers during 1934. A simi- 
lar survey is now being made 
covering the 1935 operations. 

The report which is now being 
mailed is replete with tabulations 
upon which NADA bases its 
claims. It is being mailed to all 
motor car dealers, manufacturers, 
bankers, finance companies, state 
legislators, United States sena- 
tors, representatives and others 


(Continued on Page 18, Col. 5) 





employes, but its production was 
4,359,000 motor vehicles or 350, 
000 greater than last year’s out- 
put of 4,009,000 units. 

“While the general expectations 
of the industry are for greater 
production in 1936 than in 1935, 
the figures for last year must be 
interpreted cautiously because of 
introduction of the new 1936 
models in the fall,” continued 
Reeves. “This brought two periods 
of building dealer inventories into 
a single year, a situation not likely 
to recur soon. This fact, however, 


does not affect expectations as to} 


total employment for the current 
year. 

“Partly as a result of the fall 
introduction program, but largely 
because of other measures to sta- 
bilize employment, last year saw 
a material reduction in the fluc- 
tuation of employment from 
month to month. 

“This meant that many thou- 
sand more employes had con- 
stant work throughout the year, 
than during other recent years, 
and that for additional thousands 
inevitable seasonal layoffs were 
of shorter duration. The average 
month to month variation in em- 
ployment was only 8.6 per cent, 
compared with 12.0 per cent in 
1934. 


“A further indication of im- 


provement is shown in in the fact 


GM Fleet Sales 
Increase 145% 
In January 1936 


NEW YORK.—C. E. Dawson, 
president of the General Motors 
Fleet Sales Corp., Detroit, has 
announced that January sales 
showed an increase of 145 per cent 
over the same month of 1935. This 
exceeds any previous record of 
January sales. 
was the best in the history of the 
fleet sales corporation. 

“The January record indicates 
increased buying on the part of 
large business organizations in 
various lines, as well as accep- 
tance of 1936 General Motors pas- 
senger cars and trucks by these 
business users,” stated Dawson. 


The year 1935/ 


j 


| ployment dropped below 
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Einploynient | in Auto Plants 


Job Stabilization Plan 
Materially Cuts Layoffs 


(Continued Sis Page 1) 


that in 1934 average monthly em- 
400,000 
workers in eight months, while 
in 1935, only two months showed 
fewer than 400,000 employes, and 
only four months, all told, broke 
as low as 430,000 employes.” 


Willys Mails 
Checks As Part 
Payment of Debt 


TOLEDO.—Checks in part pay- 
ment of claims against the Willys- 
Overland Co. were to have been 
mailed to creditors Mar. 5, thus 
marking another forward step in 
the plans for the corporation’s re- 
organization. 


The action was the third within 
a week in the co-ordination of 
ownership of the bonds and claims 
of the company looking toward 
presentation of the reorganization 
plans to the Federal Court here 
for approval. 


Distribution of these checks by 
the creditors’ committee was 
made possible through the pur- 
chase of claims of Empire Securi- 
ties, Inc., which also has bought 
a substantial majority of the out- 
standing first mortgage bonds of 
Willys-Overland. 

Payment to 


the bondholders 


| who accepted the offer of Empire 


Securities, Inc., went ahead Feb. 
29, four days after Judge George 
P. Hahn, of the Federal District 
Court, signed an order lifting 
Willys-Overland from a _ three- 
year-old Federal receivership. 


Archie Andrews Appeal 
Scheduled for March 13 


CINCINNATI. Appeal of 
Archie M. Andrews, former chair- 
man of the Hupp Motors Corp., 
from an injunction granted J. 
Walter Drake by the eastern 
Michigan district court which re- 
strains Andrews from enforcing 
certain company contracts and 
from serving as chairman of the 


Hupp board will be heard in sixth | 


district court of appeals here on 
Mar. 13. 





Super-Highway N aa 


Is Urged — for Recovery 


BATTLE CREEK, Mich. — A 
network of national super-high- | 
ways was urged as a spurt to 
industrial recovery by Clarence 
Francis, president of General 
Foods Corp., in his “All-America 
Teamwork for Prosperity” pro- 
gram outlined to the local Cham- 
ber of Commerce this week. 

“The United States is ripe for a 
replacement and modernization 
program such as the world has 
never seen,” Francis said. “A 
tremendous market is beckoning 
to us right here at home.” 

As a practical example of what 
might be undertaken in a large 
construction program, he said: 

“With 36,000 killed and a mil- 
lion injured annually in traffic 
crashes, it seems a human neces- 
sity to construct high - speed, 
safety-zoned, illuminated and pos- 
sibly elevated super-highways to 
form a network in our congested 
areas from coast to coast. Such 
roads, built with a view to the 
safety of the motorist, would 
greatly reduce accidents. They 
would provide employment for 
thousands and be valuable in 
times of national emergency. They 
would stimulate the buying of 
thousands of new motor cars.” 

Francis said that every able- 





bodied man or woman out of 
work “is just one more lost cus- 
tomer.” 
He detailed the following sug- 
gestions for recovery: 
1 Replacement and moderniza- 
tion of the nation’s industrial 
and consumer necessities. 
2 End careless thinking. 
3 Give industry support and en- 
couragement in its efforts to 
aid re-employment, wages and 
purchasing power. 
4. The philosophy of “something 
for nothing” must be proved 
unsound. 
5 Establish co-operation between 


government and industry. 
7 Balance the U. S. Budget, re- 
duce waste, taxation and gov- 
ernment competition. 


8 Construct super-highways for 
safety. 


Let government and industry 

unite in creating new, useful 
and productive work to stimulate 
re-employment. 


Stop blaming all business for 
the sins of the few. 








Highest Since 1929 





BUICK FIELD executives from all over the United States at- 


tended the spring sales session of the Buick Motor Co. 


in Flint at 


which an intensive program for March and April was launched. Left 


to right: H. J. C. Miller, assistant 


general sales manager, New York; 


E. S. Lunt, manager of the Buick factory retail branch, Flint; J. H. 
Browning, zone manager for the Howard Automobile Co., Buick dis- 
tributors, Los Angeles, and P. S. Steenstrup, Buick Pacific Coast 


regional manager, San Francisco, 
cameraman, 


Dodge Dealers 


stage a home-coming act for the 


1935 Sales 


Near 34 Million Vehicles 


sizeable gain—52.9 per cent—over 


DETROIT.—Comparative auto- 


mobile sales records, showing the 
scope of Dodge 1935 dealer opera- 
tions and recent business gains, 
have been released by A. vanDer- 
Zee, general sales manager. 

The tabulations of new-car 
transactions show, that whereas 
Dodge dealers, in 1934, delivered 
187,976 passenger cars and 47,332 
commercial cars and trucks—or 
a total of 235,308 new vehicles, 
their 1935 deliveries climbed to 
298,281 passenger cars and 60541 
commercial cars and trucks, mak- 
ing a total of 358,822 new vehicles. 
Comparison of the 1934 and 1935 
delivery totals reveals a gain in 
new-vehicle deliveries of 52.5 per 
cent. 

The close link-up of the used 
car business with new car mer- 
chandising is demonstrated in a 
check-up of Dodge dealers’ deli- 
veries of used _ transportation 
units. In addition to delivering 
358,822 new passenger cars and 
trucks during 1935, dealers also 


disposed of 371,467 used passenger 
| cars, commercial cars and trucks. 


The last-named figure, compared 
to the dealers’ 1934 turnover of 
242,440 used vehicles, indicates an 
increase of 53.2 per cent, a per- 
centage closely paralleling the 
gain of 52.5 per cent recorded for 
new car business. 

“The 1935 grand total of cars 
and trucks sales_ transactions 
made by Dodge dealers amounted 
to 730,289 units,” vanDerZee said. 
“This figure, too, represents a 


the combined new and used ve- 
hicle business done by Dodge 
dealers in 1934, when the sales 
amounted to 242,440 vehicles. 

“The significance of this sales 
analysis,” he explained, “is that 
its results, going beyond the direct 
concern of the organization— 
which last year did business with 
nearly three quarter million ve- 
hicle buyers—are rooted in econ- 
omic conditions that, as far as 
can be judged now, are due for 
further betterment during the 
present year.” 


Automobile Body Design 


To be Exhibited at Fair 


DETROIT.—Visitors to the De- 
troit-Michigan Exposition will be 
shown the various steps by which 
1936 Airstream cars evolve from 
a rough pencil sketch by the chief | 
body designer to the final car, 
De Soto officials announce. 


De Soto designers will exhibit | 
the methods used in the body de- 
sign department — experts doing 
their work as visitors look on. On 
the wall will hang a number of 
sketches and other plans showing 
the pen and pencil stages of a 
new body design. The visitor to 
the exhibit will also see how the 
design is built up from the first 
rough pencil sketches to the full 
size blackboard drawing which 
duplicates on one plane the exact 
dimensions of the car itself. 


HEAVY EATERS are Nicholas Dreystadt, Cadillac general man- 
ager and Don E. Ahrens, general sales manager, (receiving plate), 
preparing to lunch at an open air barbecue during the recent vacation 
convention of 150 Cadillac LaSalle star salesmen at Edgewater Park, 


Miss. 


| ticipating an 








Chrysler Begins 
Dealer Meetings 
At 200 Points 


DETROIT.—Factory executives 
of the Chrysler sales division of 
the Chrysler Corp. have begun a 
series of dealer meetings that will 
cover some 200 distributor points 
in the next few weeks. Three 
groups are now holding these 
meetings, headed respectively by 
Charles L. Jacobson, assistant 
general sales manager; Earl B. 
Wilson and S. W. Munroe, direc- 
tors of sales. A fourth group, 
headed by Burch E. Greene, direc- 
tor of sales for the Pacific Coast 
territory, shortly will begin a se- 
ries of meetings covering the full 
length of the coast. 

The purpose of these meetings 
is to give the dealers and their 
salesmen the fundamentals of au- 
tomobile merchandising as_ the 
factory organization sees them. 
Slide films and motion pictures 
are used extensively in the meet- 
ings. 


Hudson Closes 
Best February 
In Six Years 


DETROIT. - Sales of Hudsons 
and Terraplanes for February 
were greater than for any Feb- 
ruary since 1930 and totaled over 
5,100 cars, according to figures 
just released by William R. Tracy, 
vice-president in charge of sales 
of the Hudson Motor Car Co. 

“This total was made in the 
face of the worst weather condi- 
tions in years,” commented Tracy. 
“Wherever there has been a let- 
up in weather conditions sales 
have jumped ahead, indicating a 
large pent-up demand throughout 
the country as a result of the se- 
vere winter. Our dealers are an- 
extremely active 
spring all over the country and 
it is apparent that the selling sea- 
gon will open with a rush.” 


GM Spring Show 
Attendance Up 


DETROIT. — While no figures 
have yet been released officially, 
it is understood that attendance 
at the various General Motors 
Spring Showings which are al- 
ready in operation is considerably 
above that of last year. Sales, it 
is believed, are running about 
level with those in 1935. 

The Detroit showing of GM’s 
automotive and household prod- 
ucts is scheduled to begin at noon, 
Saturday, Mar. 7, in the auditor- 
ium of the General Motors Bldg. 
here. 

William S. Knudsen, GM execu- 
tive vice-president, will declare 
the new show officially under way 
in a five-minute radio talk. 


R.G. diane Head 
Studebaker Truck 


SOUTH BEND, Ind.—Richard 
G. Hudson, head of the Stude- 
baker Export Corp., truck division 
next week will become manager 
of the Studebaker truck division 
according to officials. 

Hudson succeeds W. Howard 
Edwards who has resigned to de- 
vote all of his time to Edwards 
Iron Works, South Bend, an or- 
ganization of which he is presi- 
dent. 

Prior to his appointment to the 
export truck division two years 
ago Hudson was connected with 
the Reo Motor Co. for 15 years. 
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Sales Upturn Ends Early Announcement Fears 


Spring Demand Booming 
Despite High Fall Sales 


(Continued from 


sales. Added to that is the fact 
that November and December 
have set new all-time records for 
those months. 

Just to indicate how widespread 
the current upturn in sales has 
been, let us quote from some of 
our informants. From Omaha, 
Neb., comes the word that more 
seasonal weather has greatly 
stimulated sales throughout that 
area during the past 10 days. 
This is true in the case of both 
new and used cars. The volume 
is somewhat below the same 
period last year but at that time 
the proximity of model announce- 
ment dates was still a potent fac- 
tor. Stocks of both new and 
used cars are reported about 40 
per cent above normal. There 
has been little wholesaling of used 
cars by new car dealers due to 
the fact that used car dealers 
themselves are carrying heavy 
inventories. The outlook is re- 
ported bright for both new and 
used cars and trucks and in this 
area an exceptionally good truck 
year is anticipated. 


Portland Sales Up 


Portland, Ore., reports a de- 
cided upturn in sales during the 
past 30 days. Sales in Multnomah 
County (Portland) are running 
15 per cent ahead of January, 
setting a new mark for February. 
New car stocks are slightly above 
normal and used car stocks, while 
heavy, are not abnormal in view 
of the movement in new cars. 
There has been no appreciable 


amount of used car wholesaling | 
is | 


by dealers. The car outlook 
bright but the truck picture is 
not so rosy. Our correspondent 


reports that trucks have not been | 


active for several years and the 
outlook this year is not different. 

Increased activity in both new 
and used car sales is reported at 
Cheyenne, Wyo., and 
edge in gains. 
ary due to bad weather. 
of new and used cars have been 


about 25 per cent above normal. 
Used car wholesaling is still 


prevalent but not so active as it| 


was a month or so ago. Used 
truck demand is reported down 


with little chance for early im- | 


provement. 

A modest upturn in sales is the 
word from Kansas City, Mo., 
since the weather improved in 
the past 10 days. This upturn 
has affected both new and used 
car sales. Used car stocks are 
about the same as last year, but 
are far above the five-year aver- 
age. There has been no used 
car wholesaling because of lack 
of buyers in the market, rather 
than reticence on the part of 
dealers to sell. The used truck 
market, says our informant, is 
an unknown quantity but a ready 
market for good, late-model, light 
trucks. Older and larger units 
are said to be dead merchandise. 

Massachusetts Optimistic 

Great optimism is contained in 
the telegram from Springfield, 
Mass., where the sales of both 
new and used cars are reported 
to indicate a spring demand be- 
yond the expectations of the most 
optimistic. Our informant there 
states that both new and used 
car stocks are above normal but 
indications point to the possibil- 
ity that both these inventories will 
disappear with the turn in the 
weather. Used car wholesaling 
by dealers to used car dealers has 
not been necessary by the stable 
franchises and it is expected that 
such dealers will continue to con- 
trol sales in such way that whole- 
saling will be unnecessary. Used 
truck sales are expected to share 
in the expected improvement in 
business but new and used cars 
will lead the parade. 


Strangely enough, the upturn 


vicinity, | 
with the new cars holding the | 
Sales were slow | 
during the early part of Febru- | 
Stocks | 


atin Has 


materially reduced but are still | 
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has not manifested 
most likely places. From Jack- 
sonville, Fla., we are informed, 
new and used car sales are still 
below January. Stocks of both 
new and used cars are above 
normal and still increasing. There 
has been some wholesaling of 
used cars by new car dealers, 
but not anything unusual. A re- 
cent survey, says our informant, 
reveals that warehouse space for 
new cars is scarce and many new 
cars are stored on open lots. 
Many dealers also are adding to 
their used car lots to accommo- 
date the increase in used car 
stocks. The outlook for new and 
used truck sales is not improved. 


Vermont Slow 


No upturn has developed in the 
area around Montpelier, Vt., since 
the weather in that sector has 
not shown marked improvement. 
New and used car stocks are 
above normal. The greatest 
weight in stocks, of course, is in 
used cars. Prospects are reported 
bright for new cars, but dealers 
are said to be having trouble 
financing old models as rates are 
too high. This difficulty, 
our informant, is backing up new 
car sales. No wholesaling of used 
cars has been reported and used 
car dealers in the state have been 
unable to make purchases in this 
way. Truck sales are slow, but 
a good market is expected when 
the season really opens up. 


Bad Weather Chief Factor 

These reports seem to bear out 
the opinion that bad weather has 
been the chief factor in curtailing 
sales and that the early announce- 
ment plan has not taken away 
from the potential spring market. 
The second quarter is most prom- 
ising and outlook for summer is 
reported favorable. By and large, 
the current year seems destined 
to live up to earlier estimates and 
should come close to the past rec- 
ord year of 1928 and 1929. 


itself in the 


45% Feb. Gain 
With 6,170 Units 


SOUTH BEND.—Paul G. Hoff- 
man, president of the Studebaker 


Corp. reports total February sales | 


of 6,170 cars and 


trucks. 


passenger 


says | 





COWBOY CHRIS SINSABAUGH, editor of ADN, stepped off an 


American Airlines plane in Fort 


Worth, donned a modest shirt, a 


10-gallon hat and chaps and went off to dinner, tendered him by 
Amon G. Carter, publisher of the Star-Telegram, Texas’ largest news- 
paper. Left to right are: C. R. Smith, president of American Airlines; 


Publisher Carter, Editor Sinsabau 
regional manager for Chevrolet. 


gh and Johnnie Johnson, southwest 


Pennsylvania Carpenter 


Operates Oldest Chevrolet 


DETROIT.—The owner of the 
oldest Chevrolet licensed and in 
daily use in the United States is 
Hiram H. Dohner, 70, of Quentin, 
Lebanon county, Pa., the Chevro- 
let Motor Co. has _ discovered. 
Dohner will be presented with the 
1,000,000th car built in 1935, a 1936 
model. 

Dohner owns and drives Chev- 
rolet No. 470, a 1913 Royal Mail 
roadster, which he purchased from 
a Chevrolet dealer in Lebanon, 
Pa. He has already received of- 
ficial notification from Chevrolet 
officials, and will shortly drive 
his present 22-year-old car to this 
city, where he will inspect Chev- 
rolet factories and take delivery 
of his new 1936 model. 

Dohner is a carpenter in Quen- 
tin, a hamlet in the valley of the 
Susquehanna, with a population 
of nearly 500 people. He has been 


| a carpenter all his life, but, like 
| the versatile and ingenious people 


who live in small towns, he can 
do many things. He can take 
care of an automobile in a way 
that would prove surprising to the 
modern motor car owner. The fact 
that his present car has served 
him and served him well for 22 
years, piling up a total of more 
than a quarter million miles, 


proves the value of motor car 
care. 

Back in 1914, the carpenter, who 
was born and raised in the little 
town in which he now lives, 
needed work and he sought it in 
the larger towns surrounding his 
home. One of his jobs at that 
time was on the new factory of the 
chocolate company which gives 
Hershey, Pa., its name. There was 
a man who drove a horse and 
carriage over to Lebanon, five 
miles away, and then Dohner 
took the train to Hershey. One 
day the man stopped his stage 
line and Dohner was in a quan- 
dary about transportation. He 
talked it over with his wife, Mary, 
and they bought the Chevrolet. 

That solved his problem. He 
| was still able to live in Quentin 


sonal transportation, the product 
of the rising mass production of 
the machine age, which brought 
the price of the automobile within 
reach of nearly everyone. 

“Nothing the world could have 
given me for $775 would have 
brought half the happiness as my 
car,” says Dohner. He has a 
slight Pennsylvania “Dutch” ac- 
| cent. “It makes me independent 
of transportation. We have never 
' been in an accident.” 





THE ONE-HOSS SHAY was celebrated in song and story largely because it finally fell apart on one 
momentous day, but this 1913 Royal Mail Chevrolet roadster won fame because it simply won’t fall 


apart. Hiram H. Dohner, 


daily. He won the oldest car contest recently conducted by Chevr 


1,000,000th Chevrolet built in 1935. (Other picture, page 10.) 


Quentin, Pa., carpenter, has rolled up 250,000 miles on this car and still uses it 


olet and will receive as prize the 


and drive to his work with per-| 
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Says Fall Sales 
Will not Retard 
Spring Pick-Up 


DETROIT.—As the eyes of the 
automotive world are focused on 
signs tending to verify earlier pre- 
dictions of a bustling 1936 spring 
business, A. vanDerZee, general 
sales manager of the Dodge di- 
vision of Chrysler Corp., declares 
that it is not true that sales last 
autumn were obtained at the cost 
of spring business. 

“Two facts argue against the 
faulty premise,” vanDerZee said. 
“One is that the late fall sales, 
far from being an encroachment 
on future business, merely served 
to take up the slack created in 
August and September, when 
dealers had cleared their show- 
rooms of 1935 models and stood 
by for earlier showings of the 
new models. 

“A second indication is the sat- 
isfactory progress made by re- 
tail sales during the first two 
months of 1936, as compared with 
sales reported for the correspond- 
ing period of 1935, when no seri- 
ous weather handicap to motoring 
and car buying existed. 

“Retail deliveries by Dodge 
dealers during January and Feb- 
ruary of the present year were 
17.7 per cent higher than they 
were in the same two months of 
1934, when weather conditions 
were more favorable and early 
automobile shows did not come in 
for consideration. 

“Take this upswing record to- 
gether with the information 
that Dodge dealers’ daily orders 
at present average 300 per cent 
higher than two weeks ago and 
you, too, will join in the opinion 
that manufacturers and dealers 
will keep quite busy building and 
delivering cars this spring,” van- 
DerZee concluded. 


Nash | February 
Shipments Over 


5-Year Record 


KENOSHA.—The Nash Motors 


Co. closed its February opera- 
tions with shipments in excess of 
any February since 1931, accord- 
ing to a factory announcement 
yesterday. February, 1936, showed 
an increase over February, 1935, 
of 34.4 per cent, despite the severe 
weather conditions which affected 
deliveries in most of the terri- 
tories having the largest poten- 
tial markets. 

For the first quarter, which in- 
cludes December, January and 
February, a favorable shipment 
record also is announced. For 
the three months just passed the 
shipments were 27.6 per cent 
above the corresponding quarter 
a year ago. 

March production and sales 
will show a material increase, it 
was said by C. H. Bliss, vice- 
president and director of sales. 
He stated that the bank of orders 
with which the company enters 
March is 108.2 per cent larger 
than at this date last year. 


Ford Awards Contract 
For Biggest Gas Holder 


DEARBORN.—Contract for the 
world’s largest welded steel gas 
holder, a step in its $1,000,000 pro- 
gram, has been awarded, accord- 
ing to the Ford Motor Co. 

Contract for the gas holder, 
which will have a capacity of 
10,000,000 cubic feet, has been 
awarded to Stacey Brothers Gas 
Construction Co. of Cincinnati. 
The gas holder will be 220 feet in 
diameter and 344 feet high—equal 
in height to a 34-story building. 

The construction will involve 
the use of welded rather than 
riveted plates, an innovation. 
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Break in Weather Brings New, Used Car Boost 


Inquiring Reporter Finds 
Spring Outlook Favorable 


With but one exception, dealers 
interviewed this week by the In- 
quiring Reporter are optimistic 

over the out- 
look for spring 
in both new 
and used sales 
possibilities. 
The break in 
the nation- 
wide cold spell 
has opened up 
a big market. 
From all indi- 
cations dealers 
see no reason 
to believe that 
the early fall 
announcement 
and heavy 
winter sales 
would bring about a slackening 
in the spring season. 

The Inquiring Reporter’s ques- 
tions this week were: “Have you 
noticed any pick-up in sales since 
the break in the weather?” anl 
“What is the outlook for spring?” 


* * * 


George H. Olsen, vice-president 
and general sales manager Ernest 
Ingold, Inc., Chevrolet, San Fran- 
cisco: “Yes, both new and used 
cars have reacted very favorably 
to the improvement in weather 
conditions here. The outlook for 
March, .from volume and profit 
standpoint, is excellent. Used car 
allowances are high, 
prices also are high, but not in 
proportion to allowances. There 
has been an upward trend 
prices however, due to the season- 
able increase in used car buying. 
I would say the outlook for the 
coming months is very favorable.” 


+ * * 


John M. Olney, president John 
M. Olney, Inc., Ford and Lincoln, 
Berkeley, Calif.: “Decidedly yes. 
There has been a very favorable 
reaction to the improvement in 
our California weather. The out- 
look for March from a volume 
standpoint is very good. Used car 
prices are going up. The outlook 
is very encouraging.” 

” . * 


LeRoy Spencer, general man- 
ager Earle C. Anthony, Inc., Pack- 
ard, Hudson and Terraplane dis- 
tributor, San Francisco: “Yes. 
The favorable reaction of new and 
used cars to the improvement in 
weather here in northern Cali- 
fornia has been marked. The out- 
look for March, both from a 
volume and a profit standpoint, 
appears to be very bright. We 
find that the enthusiastic ap- 
proval of our 120 Packard and 
the favorable reaction of the pub- 
lic to that car makes it possible 
for us to handle the used car on a 
very favorable basis. Used car 
prices have held up and we be- 
lieve the spring demand will bring 
about further stimulation in this 
respect. We notice a marked in- 
crease in the demand for used 
cars. This may be attributed 
largely to the bonus payment as- 
surance. Indications are _ that 
many of those who are to receive 
the bonus are using funds now 
available to purchase good used 
cars, with the intention of replac- 
ing savings or liquidating per- 
sonal loans when the bonus is 
paid.” 

- * * 

Lou Gerard, sales manager J. E. 
French, Dodge and Plymouth, San 
Francisco: “Yes, there has been 
a very decided improvement in 
both new and used car sales with 
the improvement in weather con- 
ditions. The unusually long rainy 
season slowed up business 
throughout the northern Cali- 
fornia territory. This was to be 
expected. The heavy rains did 
considerable damage, but the 
good that will come from this 
excessive rainfall far outweighs 
the harm that was done and the 
losses suffered. The first days of 


used car| 


in | 





March brought sunshine, and the 
favorable reaction was 
ately apparent, both new and used 


immedi-| } 


car sales showed a favorable re-| § 


action on the part of the buying 
public. The outlook for March is 
bright. The outlook for the com- 
ing spring and summer months is 
bright.” 


ok * * 

George Bear, general manager 
Ontario Automobile Co., Ltd., 
Chrysler-Plymouth distributor and 
also the Packard-Ontario Motor 
Co., Ltd., Packard distributor, 
Toronto, Ont.: “The demand for 
both new and used cars reacted 
immediately and very appreciably 
to the improvement in the 
weather. I estimate that used car 
inventories in general are up ap- 
proximately 75 per cent relative 
to a year ago—the highest since 
1929. Nevertheless, except in iso- 
lated instances, it is not stymieing 
business and I predict a sales 
increase in new cars this spring 
of from 10 to 15 per cent over 
that of last spring. I attribute the 
credit for the more wholesome 
differential obtaining between 
trade-in and new car prices in 
large part to the more salutary | 
factory policies, dealer collabora- 
tion through the instrumentality 





of the Toronto Automobile Trade 

Assn. and concerted practices es- 

tablished by vertical dealer or-| 

ganizations.” 
+ * * 

Andy Anderson, general man-| 
ager McLaughlin- -Buick Sales Co., 
Ltd., Toronto: “Buying interest | 
in new cars almost instantly re-| 
flected the spring-like climatic | 
change. Used car demand had} 
continued well sustained through | 
February and provided the) 
weather is good business will be 
good this month and throughout | 
the spring.” 

* * * 

Walter Tomeson, secretary-| 
treasurer O’Donnell-Mackie, Ltd., 
Ford dealers and distributors of 
Cord, Auburn and Hupmobile, 
Toronto: “Our current used car 
inventory is a much more satis- 
factory one than was that of a 
year ago, being approximately 10 
per cent lower in volume and 15 
to 20 per cent lower in dollar 
value. Trade-in allowances are 
much saner, indicating an im- 
provement in the disparity be- 
tween new car selling prices and 
trade-in prices of 10 to 12 per 
cent. Spring buying has not as 
yet sufficiently manifested itself 
to warrant predictions that are at 
all specific, but I expect that sales 
during the second half of March 
will double those of the first half 





MANAGEMENT EXPERTS to aid dealers are being especially trained by Chevrolet. Above is seen 
the second group of accountants recently added to the central office personnel to function in the new 
dealer accounting section of the business management department. 


the supervision of E. J. Hogan. 


| Nash distributors, Toronto: 
cumstances are such that regard- | 


| lamb-like, 


| sales 


THIS IS THE WAY Fort Worth friends of ADN’s editor, Chris Sinsabaugh, took him to dinner 
when he broke his airplane trip to California by stopping off at the city “where the west begins.” The 
10-gallon hat, modest shirt, cowboy boots, and the saddle on which he is riding a 1905 Buick all were 
waiting when he stepped off an American Airlines plane Sunday night. He was entertained at dinner 
by Amon G. Carter, publisher of The Star-Telegram, and left on another plane for California dressed just 
like this. C. R. Smith, president of American Airline 3s, accompanied him on the westward flight, and was 
a guest at the dinner in Chris’ honor. Other guests were Johnnie Johnson, southwest regional manager 
for the Chevrolet Motor Co.; Hershel Wilson, southwest regional manager of General Motors Parts Corp.; 


H. B. Ransom, Chrysler- -Plymouth; Sanford C. Web», Buick; Frank D. Kent, Ford; Frank Fillingim, 


Ford; O. B. Smith, Pontiac; Carl Aldenhoven, Chevr olet, and Ernest Allen, Chevrolet; all Fort Worth 


| provided spring weather obtains. | 


All indications are that spring 


| business will be good.” 
+ + * 


Cliff Bannister, vice-president 


Breay-Nash, Ltd., LaFayette and} 


“Cir- 
less of the weather, spring de- 
mand will be excellent and 
March continues bright and 
the demand will ex- 
haust the reserves of new cars, 
with used car sales somewhat 
lagging. Both new and used car 
have improved with the 
weather and the outlook for 
March from both volume and/| 
profit standpoints is the most 
salutary it has been in March for 
half a decade or more.” 
* *& *« 

Edward P. Mauder, general! 
manager, Cadillac-LaSalle in New 
York: “The decided improvement 
in the weather in this area has 
resulted in our delivering 150 per 
cent more cars in the last three 
days of February than we deliv- 
ered in the first 26 days of the 
month. With the sun shining and 
most of the ice and snow gone, 


if | 





March business is starting off 
(Continued on Page 19, Col. 1) 


Sinsabaugh to 
Conduct Coast- 
To-Coast Survey 


DETROIT.—Chris Sinsabaugh, 
editor of ADN, is making a 
nation-wide survey of the auto- 
mobile business and is now on 


| the Pacific Coast where he will 
returning | 
prosperity as experienced by the | 


observe and_ report 


California dealer body. 
On his way west Sinsabaugh 


delayed his plane journey to et-| 


tend a dinner given in his honor 
by Amon G. Carter, publisher of 


the Fort Worth Star - Telegram, | 


Fort Worth, Texas. Leading deal- 
ers and distributors representing 
all makes of cars were also in 
attendance at the dinner. 


Upon reaching San Francisco, 
Sinsabaugh was again honored, 
this time by the Motor Car Deal- 
ers’ Assn. of San _ Francisco, 
which staged a dinner in honor 
of the editor at the St. Francis 
Yacht Club. Among those present 
were: Don Gilmore, president of 
the dealer body; Barney Oldfield, 


The school is being operated under 


| dealers, and Mack McGinley, automobile editor of The Star-Telegram. 


the “old master of the roaring 
road”; LeRoy Spencer, Tom 
Lynch, J. W. Scott, Lou Miller, 
Jack Hornell, Don Hardy, Frank 
Lyman, Bud Nelson, Leon J. 
Pinkson, automobile editor of the 
San Francisco Chronicle; B. J. 
Rosenthal, Forrest J. Predmore, 
Lou Gerard, Ernest Ingold, Wil- 
|liam L. Hughson, northern Cali- 
fornia director NADA; Arthur 
| D’Ettel, secretary San Francisco 
Motor Car Dealers’ Assn.; George 
Wahlgreen, manager of the San 
Francisco Dealers’ Assn., and 
many others. 

Sinsabaugh will remain in Cali- 
fornia and adjacent states for 
some weeks and on his return 
trip will stop over at the various 
metropolitan centers to study 
present trends among the dealer 
body. From time to time his find- 
ings will be reported in Automo- 
tive Daily News. 


Chev valet Whe Has 
Lead in Chicago 


Registrations 





CHICAGO.—With Chevrolet 
taking the lead away from Ford 
for the first time in many months, 
new car registrations in Cook 
County during February totaled 
5,353 units, according to official 
figures just released by R. L. 
Polk & Co. The total compared 
with 8,864 for January and 6,683 
for February of last year. The 
decline was attributed to two 
factors, namely, the absence of 
the January-February Chicago 
automobile show and the advent 
of sub-zero waves. 

Chevrolet, in topping the field, 
registered 1,253 units as compared 
with 1,187 for Ford. Plymouth 
was in third place with 723, 
Dodge fourth with 509, Oldsmo- 
bile fifth with 340 and Pontiac 
sixth with 272. In order fol- 
lowed Buick with 239, Studebaker 
with 129, Packard with 127, Hud- 
son-Terraplane with 119, Chrysler 
with 105, Cadillac-LaSalle with 
97, Nash-LaFayette with 90, De 
Soto with 75, Lincoln-Zephyr with 
44, Auburn with 25, Graham with 
22, Reo with nine, Hupmobile 
with eight, Willys with five, 
Pierce-Arrow with four, and Cord 
with one. 
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Declare War on “Lunatie F ringe” of Motorists 
43 State Officers Adopt 


New Six-Point Program 


WASHINGTON.—Motor vehicle 
enforcement officers of 43 states 
have declared open warfare on 
what they term the “lunatic 
fringe” of motorists whom they 
say records show to be a primary 
cause of the highway traffic prob- 
lem. A statement by Lew Wallace, 
president of the American Assn. 
of Motor Vehicle Administrators, 
and administrator of Iowa, ex- 
plains a six-point program just 
adopted by that association and 
emphasizes that solution of the 
accident problem is a matter to 
be handled by the _ individual 
states. 


“Motor vehicle administrators, 
having the responsibility for the 
conduct of motorists on the high- 
ways and authority for dealing 
with the situation,” declared Wal- 
lace, “are closer to the accident 
problem and more affected by it 
than any other’ group. Our 
knowledge is practical and our 
interest is governed by only one 
thing—a desire to serve the public 
to the greatest possible degree. 

The six-point program is sum- 
marized as follows: 

1 To get proper support for ad- 
ministrative and enforcement 
bodies in carrying into effect leg- 
islation now in existence, or when 
passed, and closer co-ordination 
of the work of administrative and 
enforcement bodies and the courts, 
there should be formed in each 
state a State Safety Committee 
including all civic and service or- 
ganizations to back up the work 
of the executive heads of state 
departments who should _ be 
formed into an official committee 
by the chief executive of each 
state. 
2 The passage of uniform state 
traffic laws and municipal or- 
dinances is vital to further pro- 
gress in highway traffic regula- 
tion. We pledge ourselves to 
actively assist in securing that 
result. It is our belief that 
through the establishment of of- 
ficial co-ordinating committees 
and state safety councils, together 
with the influence of interested 





national agencies and our own 
ussociation, a program along this 
line can be projected and enacted 
through the assembling and cor- 
relating of material now available. 


9 Standard operators’ and chauf- 
feurs’ laws, the definite power 
of suspension and revocation of 
licenses and a severe penalty for 
driving while a license is under 
suspension, and better methods 
of keeping state records of license 
holders. 
4. Traffic safety education should 
be a part of the regular cur- 
riculum of primary and secondary 
schools and it should be stand- 
ardized under the supervision of 
instructors familiar with and 
trained in the teaching of this 
subject. 
5 The appeal to fear has served 
its practical purpose in arous- 
ing public consciousness to the 
accident problem and any pro- 
gress to be made in the future 
must be based on constructive 
lines. Radical suggestions or in- 
novations which now flood the 
desks of enforcement officers 
should be held in abeyance until 
scientific, engineering and public 
support is forthcoming. 
6 Through various committees 
now appointed, we believe that 
as state administrators, together 
with other interested officials of 
our respective states and the na- 
tion and public co-operation, we 
will be able to offer by the end 
of the current year a definite uni- 
form proposal acceptable to the 
general public. The assistance of 
all groups interested in the acci- 
dent problem is earnestly 


| solicited. 


“The suspension and revocation 
of drivers’ licenses is the most 
potent weapon at our disposal,” 
Administrator Wallace declared. 
“We therefore recommend that 
states without such legislation 
should proceed immediately to 
adopt it and some of the states 
in which such powers are con- 
ferred should have more teeth 
put into their laws.” 


Industry Lends Support 


To Administrators Program 


NEW YORK.—F ull support of 
the automobile industry for the 


enforcement of the American 
Assn. of Motor Vehicle Admini- 
strators has been pledged by Al- 
fred Reeves, vice-president and 
general manager of the Automo- 
bile Manufacturers Assn. The 
administrators have _ declared 
open warfare on the “lunatic 
fringe” of motorists and pedes- 
trians whom they called the pri- 
mary cause of traffic accidents. 

“In ridding the highways of 
reckless and misfit drivers, the 
motor vehicle administrators will 
throw a greater degree of safety 
and mental comfort around the 
vast majority of motorists and 
pedestrians who, by their careful 
use of the highways, have won 
the right to the utmost driving 
pleasure and mental tranquility,” 
declared the motor’ industry’s 
spokesman. 

“The administrators are charged 
with the responsibility for the en- 
forcement of highway laws and 
regulations. In many states they 
already have adequate power to 
deal with offenders and set up 
machinery for accident preven- 
tion. 

“The practical knowledge of the 
administrators, coupled with their 
familiarity with enforcement 
problems and their desire to 
achieve a new record for safety,” 
Reeves continued, “create a most 
potent force in working for a so- 
lution to the accident problem. 





“Their recognition of the fact 
that highway safety is a matter 
to be dealt with by individual 
states is to be commended. The 
setting up of official and co-op- 
erating safety groups within the 
several states, which is the first 
point of the administrators’ pro- 
gram, is is consonance with the 
most advanced thought in high- 
way safety. 

“The officials’ program adds 
strength to all of the safety ef- 
fort being exerted in the nation- 
wide safety movement and should 
be productive of definite results. 

“Looking beyond the immediate 
aims of the six-point program of 
the vehicle administrators, it is 
apparent that all state officials 
will see the necessity for the use 
of revenues derived from special 


| motor car taxes on projects that 


will make for greater safety. The | 
use of automobile taxes for the 
construction of safe roads, the re- 
moval of highway hazards, the 
expansion of highway patrols and 
the acquisition of modern equip- 
ment to maintain license records 
rather than the diversion of such | 
money for miscellaneous purposes, | 
should become the aim of spend- | 
ing officials when the program of 
the administrators goes into ef- 
fect in the various states. The 
laudable aims of the enforcement 
officials should have the full back- 
ing of all other officials of their 
own states.” , 


TO MEET THE DEMAND for a fine custom car, Chrysler has developed two new body styles in 
its Airflow custom Imperial line. Both of these cars are built on a chassis of 137 inches. Bodies are cus- 
tom built by LeBaron, The line comprises a six-passenger sedan and an eight-passenger sedan-limousine 


(shown above). 


Bureau Suggests 
Plot in Center 
Of 4- Lane Road 


WASHINGTON. — A _ center 
grass plot or landscape planting 
to separate streams of highway 
traffic flowing in opposite direc- 
tions on four-lane highways is 
recommended by the Bureau of 
Public Roads in a paper on the 
subject released here this week. 


The center strip making each 
side a one-way, two-lane highway 
with room for one vehicle to pass 
another without danger of head- 
on collision, is the main virtue 
of the recommendation, it is 
pointed out. 


“Moreover,” the paper says, “a 
center strip only three or four 
feet wide is worth while, but 
wider strips are better if right- 
of-way is available. A narrow 
strip separates the streams of 
traffic and serves as a safety 
island for pedestrians crossing 
the highway, but vehicles crossing 
or making a left turn also need 
a safety zone in the center of the 
highway. The driver of a vehicle 
crossing the highway should be 
able to cross one stream of traf- 
fic and wait in a protected area 
for a chance to cross the other. 
In recent years considerable 
highway with divided roadway 
has been built. Results are satis- 
factory. 

“This plan is not recommended 
for general adoption on two-lane 
roadways. Ten feet—the usual 
width of each traffic lane—is not 
enough for passing. Available 
funds and traffic are not suffi- 
cient to justify construction of 
four traffic lanes as a general 
plan.” 


” 


Florida Flying Squad 
Will Go Into Action 


JACKSONVILLE, Fila. — Flor- 
ida’s newly created and schooled 
motor traffic division members, 
assembled at Tallahassee, were 
ordered into active service Mon- 
day by Gov. Dave Sholtz and 
chairman C. B. Treadway of the 
road department under which 


they will work. The squad con- 

sists of 45 men. The officers have 
been trained at Fort Myers for 
a month under Capt. Geo. Mingle, 
of Ohio State Patrol. E. A. Schur- 
man is the division’s chief in- 
spector. Thirty-two of the Corps 
will ride motorcycles the others 
using cars, 


News Reel Makes 
Studebaker Film 


SOUTH BEND, Ind. — Filming 
by Paramount news reel camera- 
men of a special traffic safety 
picture to be titled “—And Stay 
Alive” was made at the Stude- 
baker proving grounds west of 
this city. 

The movie demonstrates six 
simple driving rules designed to 
eliminate accidents on the street 
and highway. The rules: 

1. Keep your speed down to where 
you have complete assurance 
of stopping safely. 

. Stop at all stop signs. 

When you go off the road steer 

back gradually; don’t jerk the 

wheel. 

Don’t pass another vehicle un- 

less you have room. 

5. Don’t pass on blind curves. 

6. Don’t pass on hills. 

The picture will open with a 
short talk by Paul G. Hoffman, 
Studebaker president, who as 
chairman of the American Auto- 








mobile Mfrs.’ Assn.’s safety com- 
mittee will outline the six points. 


Then will follow a scene in 
which two motorcycle officers, 
overhauling a reckless motorist, 
repeat the message to him. With 
each point they tell him what can 
happen if the rule is violated. 
Breath-taking views of accidents 
and near-accidents then illustrate 
the wrong driving habits. 


Compulsory Inspection 


PUEBLO, Colo.—City council is 
planning the installation of a 
muncipally operated automobile in- 
specton bureau. It is planned to 
compel all automobile owners to 
have their cars tested twice a year 
at a cost of $1 a year. Operating 
cost will be about $10,000 a year, 





with about $5,000 for equipment. 





FIRST OF A SERIES of sales schools to be held by Federal Motor 


Truck Co. during 1936 was held Feb, 17 to 21 at the factory. 


The 33 


men who attended the first school represented nine different states 


and two provinces of Canada. 


During the week of instruction, the 


men received a course in mechanical design and construction, and in 
the application of this information to field selling. 


Buttons Ripped Off; 
Visitor Holds Tongue 


RICHMOND, Va. (UTPS). 
—A new motor menace has 
appeared in Greenville, S. C. 


Harry Schiedermann, of 
Charleston, had three but- 
tons ripped from his coat 
by a speeding motorist as 
he stood in the middle of 
a street at Greenville gaz- 
ing at the falling snow. 

The buttons were nipped 
off neatly, with only a 
slight tear at each button 
hole. Scheidermann didn’t 
swear—he is a ministerial 
student at Furman Univer- 
sity. 








Colorado Cars 
Must Undergo 


Inspection Now 


DENVER.—Inspection of auto- 
mobiles, as required by the new 
motor vehicle code, got under way 
throughout the state Monday. 
Approximately 800 garages, li- 
censed as “official inspection sta- 
tions,” are in operation. Five hun- 
dred of these are in Denver. 

At least 500 more garages are 
expected to be licensed by the 
state motor vehicle department in 
the next 10 days. 

The law requires that in the 
next 60 days every automobile in 
use must be inspected and must 
display on the windshield a 
“sticker” showing the machine 
has passed the test. The maximum 
amount which may be charged 
for the inspection is 50 cents, but 
this fee does not include charges 
for adjustments that may be nec- 
essary. 

The inspectors will pay special 
attention to brakes, lights and 
other safety features. 

Even brand-new automobiles 
must be inspected. Charles H. 
Gunn, state motor vehicle super- 
visor, said virtually all new car 
dealers have been licensed and 
the new cars will bear the in- 
spection “stickers” when they are 
purchased. 


Commercial Credit Div. 


BALTIMORE.—Commercial Credit 
Co. has declared, regular quarterly 
dividends of 62% cents per share 
on the common. stock, and $1.37% 
per share on the 5% per cent con- 
vertible preferred stock. Both divi- 
dends are payable on Mar. 31, 1936, 
to stockholders of record at the close 
of business Mar. 11, 1936. 

The annual meeting of  stock- 
holders was held Feb. 27 and _ all 
of the retiring directors and officers 
were re-elected. W. Bruce Wylie, 
Baltimore, and F. J. Henry, .San 
Francisco, were elected vice-presi- 
dents, and W. L. Gardiner, Balti- 
more, was elected treasurer ’-to 
succeed Wylie. 
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Employment Near Peak 


RQ SPORTS covering employment in automobile manu- 

facturing plants in 1935 show a total only 10,000 
under the record year of 1929. When we consider that 
1929 was, in a general way, an unusual year, may it not 
be said that 1935 employment was above normal? Several 
factors contributed to this showing for the year. New 
model announcements in November made it necessary for 
dealers to restock first during the spring and again in the 
fall. Then there was a natural increase in buying as the 
one of improved conditions throughout the nation as a 
whole. 

Regardless of the causes, employment during the year 
averaged 438,000 workers against 435,000 in 1928 and 
447,000 in 1929. For only two months during the year 
did employment fall below 400,000. Actual per man in- 
come during the year was about 15 per cent below 1928, 
but living expenses as a whole were down 20 per cent, so 
the purchasing power was equally as great in 1935 as it 
was in 1928. It was the money spent in 1928 that laid the 
ground work for the increase in business in 1929. May it 
not work out that the same influences will be present this 
year? ; 

In Times of Peace 

“SN TIMES of peace, prepare for war,” is a time-worn 

adage. It may also be said to mean that in times of 
slump prepare for upturn. During the past few months 
automobile sales have been slow. The dealer who during 
that period used his enforced idleness to build up his pros- 
pect list, to contact in person, by mail, and other means, 
the persons to whom he has sold cars in the past, to train 
his sales force in hunting down new prospects and closing 
sales, will find himself in a position to take advantage of 
the spring upturn which now seems to be under Way. 

Fears that the fall announcements have stolen sales 
from spring are rapidly being dissipated as buyers break 
their hibernation and appear in greater numbers. Proof 
that a real spring demand is now in the making is evi- 
denced in telegraphic reports to ADN today. Your share 
of this market will depend largely upon how well you have 
planned to get your share. 


Watch Those Taxes 


cyt of the welter of tax proposals which are likely to 
~~ come out of Washington within the next few weeks it 
is likely that efforts once more will be made to add to the 
burden of the automobile industry. This conjecture is 
based purely on past performances. The time to act is 
now. Our industry today is carrying about all the tax the 
traffic will bear. This fact should be brought home to 
your legislators in no uncertain terms. They must be con- 
vinced that our industry is not a clothes horse upon which 
they can hang their soiled tax linen to dry. 


The “Lunatic Fringe’’ 


Motor vehicle commissioners from 43 states are de- 

termined to wipe out the “lunatic fringe” of drivers 
off our highways. This is a most commendable effort and 
we sincerely hope it will succeed. In addition, these com- 
missioners are planning to give serious thought and effort 
to establishing uniform traffic laws. By doing this, we 
believe, it will be possible to peg, not only the “lunatic 
fringe” of drivers, but the “lunatic fringe” of laws and 
lawmakers as well. 





By the Publisher 


SPRING No one can foretell 
IS SMILIN’ with any certainty 
THRU! what will be the re- 
sult of the fall elec- 
tions or what new taxes will have 
been invented before that time, 
but one thing is a sure bet— 
SPRING IS JUSTAROUND THE 
CORNER and that means some- 
thing to the men who sell motor 
vehicles whether fresh from the 
end of the assembly lines or 
slightly the worse for wear from 
the corner lot. 
* * ok 
IN HERALDING the approach 
of this annual phenomenon of 
Dame Nature I do so with the full 
authority of one who has seen 
with his own eyes, for when I 
threw up the Pullman shade some 
50 miles south of Macon yesterday 
morning there were the pink 
blossoms of the Georgia peach 
trees shouting defiance to a re- 
turn of Old Man Winter. Even 
here in Detroit all they could 
show me to prove the scandalous 
tales of the new Antarctica of 
which they had written, was some 
ice along the curbs. Already the 
rivers in Tennessee, Kentucky 
and Ohio were crowding their 
banks and the plows were leaving 
fresh turned furrows across the 
fields and over the hills. 


* * * 


NOW JUST AS certain as the 
return of spring will be the pick- 
up in motor sales. Already the 
factories here, with their fingers 
on the marketing pulse in every 
corner of the United States, are 
speeding up their lines. Advertis- 
ing and selling campaigns are 
ready for release. From printed 
page, poster and over the air will 
come the urge to the public to 
buy and THEY WILL BUY be- 
cause this year for the first time 
in so many years we hate to count 
them, there is the money in urban 
as well as rural sections, but more 
than that is the prevailing sense 
of restored confidence, without 
which motor car sales stagnated. 

co cg * 

HANK STEMWINDER, § star 
dealer of Oklebogee, writes that 
he “don’t see that the recent de- 
velopments at Washington give 
us dealers anything to worry 
about. None of us has any sur- 
pluses anyhow and if the fac- 
tories have to cough up some of 
theirs in dividends, well, it looks 
as if most of that would go to 
build new houses or hire more 
help or buy more groceries, raim- 
ent or likker—all of which would 
give more people a chance to buy 
more automobiles which would 
put the money right back where 
it started from in the factories. 
That’s all kind of a ring-around- 
the-rosie, but it might work bet- 
ter than layin’-the-lather too hard 
on the folks who have to buy 
what they eat and wear, as they 
would be doing if they put a 
manufacturers’ tax on everything. 
That would be more or less like 
puttin’ a check-bit in the mouth 
of a frisky critter that was rarin’ 
to go!” 

* * * 

AND WHILE we are rambling 
through the accumulated mail it 
might be well to answer in this 
column the question which we 
find has been asked quite often 
during our absence, i.e.: “When 
will ADN publish another Review 
& Reference Book?” To which the 
answer is: Our editors are al- 
ready collecting the statistical 
material and compiling it for 
what we know will. be the most 
complete almanac of automotive 
material ever put between two 
covers. There are many necessary 
compilations from government 
and other sources which will not 
be available for a month or so, at 
which time the book will be 
mailed to every subscriber with 
our compliments and sold, as were 
the two previous editions, at $1.50 
per copy to non-subscribers. 

—G.M.S. 
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The views expressed in this column are those of our readers 
and do not necessarily coincide with those of the editors. Readers 
are invited to use this space for voicing their opinions or ideas. 
Anonymous contributions will not be accepted but confidence will 


be observed upon request. 


6% Plans 

We have been a subscriber for 
the Automotive Daily News for a 
number of years and I am for the 
first time breaking into that class 
of people who write letters to 
editors. 

However, I think that the article 
appearing in the News, some time 
ago, entitled “New Finance Plan 
May Eliminate Wild-Cat Dealers” by 
E. M. Lubeck, calls for some com- 
ment. 

I refer particularly to that por- 
tion of the article in which mention 
is made of the loss record of finance 
companies and the inference that 
banks are very foolish for not going 
into the business of making auto- 
mobile loans. Inasmuch as your 
publication is supposed to repre- 
sent the best interests of the auto- 
motive business, particularly that of 
the dealers, it seems to me that all 
of the enthusiasm over the 6 per 
cent plans, bank plans, etc., had 
overlooked one very important point, 
and that is floor plans. 

It used to be the 
commercial banks to extend credit 
to merchants so that they could 
carry their merchandise during peak 
seasons and in order to take ad- 
vantage of discounts in purchasing 
and to avail themselves of the ad- 
vantages of large inventories dur- 
ing peak seasons of the year. As 
you well know, banks rarely lend 2 
dollar to automobile dealers. This 
burden has been assumed by finance 
companies. 

As you well know, the charges 
made automobiles dealers for this 
absolutely essential accommodation 
do not cover actual costs for han- 
dling the business to say nothing 
of the losses resulting from it. It 
is a well known fact that the great 
portion of loss percentages  sus- 
tained by finance companies is not 
from retail transactions but from 
wholesale. It is, therefore, evident 
that adequate profits are required 
from the retail business in order 
to compensate for the wholesale ac- 
commodations offered. 


Last year the volume of whole- 
sale greatly exceeded that of retail 
paper purchased by finance com- 
panies and for the normal finance 
company, at least 25 per cent of its 
receivables represents _ whole- 


function of 


sale loans to dealers. It seems to 
me quite pertinent, therefore, that 
some of the gentlemen who are urg- 
ing banks to enter the field should 
include in their sales talk the ob- 
ligation on the part of the banks 
for floor planning, if they expect 
to handle retail paper. 

From the standpoint of the dealer 
and his various “friends” I believe 
some consideration should be given 
to the thought that the 6 per cent 
plan is going to “saddle” a contin- 
gent liability of billions of dollars 
on the dealer organization through- 
out the country. I speak now as an 
independent finance company whose 
business is to purchase the automo- 
bile paper on a “no recourse” basis. 

Six per cent plans do offer a re- 
duction in rate, but they likewise 
entail the obligation of dealer en- 
dorsement. I have no defense to 
offer for the practices that have 
been engaged in by some “chiselers” 
of loading the finance rate dis- 
proportionately, but I do claim that 
a finance rate should be sufficiently 
large to carry a sufficient loss re- 
serve to relieve the automobile 
dealer of contingent liability. 

Sound business contemplates that 

(Continued on Page 23, Col. 2) 





Coming Events 


MARCH 
8-15—Vienna, Austria. Auto Show. 
10-19—Utrecht, Holland. Auto Show. 
Mar.-Apr.—Budapest, Hungary. Auto Show. 
20-29—Geneva, Switzerland. Auto Show. 


APRIL 
4-18—Chicago, Illinois Automotive Parts Assn. 
Maintenance Show. Navy Pier. 
16—Lisbon, Portugal. Auto Show. 
15-16—Milwaukee. SAE Tractor and Industria) 
Power Meeting. 
21-24—Detroit. SAE Production Meeting. 
26-May 3—Poznan, Poland. Auto Show. 
27-30—Washington. U. S. Chamber of Com- 
merce Annual Meeting. 


MAY 
May —Paris, France. Foire de Paris. 
May —Oslo, Norway. Auto Show. 
2-t1—Zagreb, Yugoslavia. Auto Show. 
10-20—Madrid, Spain. Auto Show. 
13-15—Tulsa, Okla. American Petroleum Insti- 
tute Mid-Year Meeting. 
30-June 14—Katowicz, Poland. Auto Show. 
3i-June 6—White Sulphur Springs, W. Va. 
SAE Summer Meeting. 
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HIGH WATER MARK! 


FOR EACH SUNDAY 
IN FEBRUARY 


THE NET PAID 
CIRCULATION 


a NEWS 


NEW YoRK'’S (SSLS{/ PIcTURE NEWSPAPER 


EXCEEDED 


2,900,000 | 


THIS 1S BY FAR THE LARGEST 
NEWSPAPER CIRCULATION IN AMERICA 





Attract Customers, Coins 
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Bex Appeal for Grease Hoists, Latest Wrinkle 
New Alemite Bac Backgrounds 


By E. M. LUBECK 
PONTIAC.—Sex appeal for the greasing department is 
the latest profit-making development in the neighborhood 


sales and service program. 


To lend the humble grease hoists and nozzles a cheerful 
attractiveness that will catch the eyes of customers and 
put them in a mood to spend, the Alemite Corp. has 
created a modern new background for greasing and serv- 


ice departments which is now on the market. 
One of the best examples of ¢——————— 


what can be accomplished with a 
modernized greasing department 
is the Pontiac 
Motor Car Co’s. 
retail store in 
Pontiac, Mich. 
where the new 
Alemite idea 
has been adopt- 
ed. The differ- 
ence in appear- 
ance between 
the untidy old 
grease-rack and 
the new bril- 
liantly painted, 
well lighted 
space is positively startling. 


Profitable from Start 


Two years ago the Pontiac 
Motor Car Co. took over a new, 
well-arranged sales and service 
station in its home city. At that 
time the station was as well 
equipped as any in the country, 
and, as a factory operated plant, 
everything that made for effi- 
ciency was installed. 

From the start a _ profitable 
volume of business was developed. 
The greasing department did its 
full share. And then, little by 
little, competition, particularly 
from super service stations, began 
to make inroads on the factory 
station’s greasing volume. These 
competitors, by reason of their 
convenient locations, were cutting 
into the profits. 

To recapture this trade and set 
an example that other dealers 
might follow, the Pontiac organi- 
zation decided to modernize its 
greasing department. It was de- 
finitely shown that a modern set- 


more dollars 


up would not only recover the 
lost business but would also re- 
sult in additional service work. 
The car-owner whose car is up 
on a grease hoist exposes himself 
to solicitation for other work such 
as brake and wheel aligning, 
dented fenders and other items. 


Cleanliness Attractive 


The first step in the modern- 
ization program was to remove 
all of the signs that cluttered up 
the walls. Next the floor was 
thoroughly cleansed. This was 
followed by liberal quantities of 
paint on the basis that cleanli- 
ness, in addition to being next 
to Godliness, is attractive to 
owners and at least suggests an 
air of efficiency. 

A platform was set along the 
wall. This was trimmed with 
chrome-plated strips and_ the 
power-lubricating equipment, 
brightly painted itself, was placed 
on the dais. An overhead swiveied 
chassis lubricating hose connec- 
tion now permits the operator to 
reach all parts of the car with- 
out dragging the hose around the 
floor. 


White lines were marked off on 
the freshly painted floor to in- 
dicate where an owner should 
drive. A brightly-striped awning 
was suspended over the order 
desk and small, uniform signs 
were placed where they could 
easily be read by customers. A 
brilliantly lighted, moving sign 
that tells the complete service 
story and a wide, comfortable 
setee were likewise provided. 

Announcements of the service 





Power Brake Service Plan 


Launched by Bendix Products 


CHICAGO.—Encouraged by the 


successful pioneering of “re- 
manufactured” carburetors and 
brake shoes throughout the trade, 
the Bendix Product Corp. is now 
launching a factory-rebuilt B-K 
power brake exchange service, The 
new program was announced by 
M. M. Cunningham, Bendix service 
sales promotion manager. “The 
Bendix Products Co. now offers 
an exchange service to support 
the maintenance of B-K vacuum 
power brake equipments through 
the use of factory-rebuilt units,” 
declared Cunningham. 

“Profiting by experience with 
our now successful Stromberg car- 
buretor exchange service over a 
period of one year, we are con- 
vinced that a similar service for 
power brake equipment is nec- 
essary. In this manner, power 
brake service is going to be ma- 


terially improved throughout the | 
country in view of the fact that | 
all service men can employ the} 


use of exchange factory-rebuilt 
units in 
Wide discussion of the subject in 
all details, with car and truck 
manufacturers, indicates that it 
will receive immediate acceptance 
by the brake service trade.” 

B-K vacuum power unit ex- 
change service is becoming a 
standard, recognized service prac- 
tice offers service stations: 

1. Service merchandise 
known cost—allowing a definite, 
sure profit. 

2. A re-entry into power brake 
maintenance with a new idea. 


their brake servicing. | 





3. An opportunity for all brake 
service men to enter the power 
brake service field—a larger and 
more active B-K “B” dealer or- 
ganization. 

4. More time to do re-lining and 
general brake adjusting for a 
given vehicle tie-up time. 

5. Genuine replacement parts 
assembled into a guaranteed unit 
in every case. 

6. New and wider retail and 
wholesale service fields in which 
to make money. 

7. A service that 
sell. 

“There is a time in the not too 
distant future when all field serv- 
ice is going to be handled through 
the use of factory-rebuilt sub- 
assemblies,” predicted Cunning- 
ham. “The fact is outstanding that 
service men today are more open- 
minded to merchandising than 
ever before. The service station 


is easier to 


operator prefers to handle a single | 
unit on which he knows he will | 


make a definite profit, rather than 
to employ his own skill and pa- 
tience in repairing the particular 
piece of equipment himself. Not 
only is a more compact inventory 
made possible, but the merchan- 
dise in general is made more sale- 
able. 

“New channels of distribution 
are being established daily and 


| public knowledge of this service 
at a/| 


is being widened throughout the 
brake service industry. The new 
service is now available to all 
service station operators,” Cun- 
ningham stated. 





GREASING SECTION of the Pontiac Motor Car Co.’s retail store modernized and enlarged ac- 
cording to Alemite’s new plan. The cost of the changes amounted to only a few hundred dollars and 
the incréased business, it is expected, will allow this to be written off in a hurry. 


were mailed to every Pontiac 
owner in the city. These were 
followed by rapid-fire letters and 
sales literature to acquaint the 
public with the new service. The 
results were not long in coming. 


442 Customers First Month 


Some 442 owners of Pontiacs, as 
well as other makes, came in, 
making the first month of opera- 
tion a success. The average lub- 
rication sale amounted to $1.83 
per car. The gross on lubrication 
alone was $808.86. Twenty-two 
per cent of the total parts, labor 
and service sales of the station 
started right at the grease hoist. 
In all, $480 was netted in the 
greasing department the first 
month and the cost of the 
modernization was earned in a 
few month’s operation. 

Henry Houston, store manager 
and a veteran Pontiac salesman, 
says that modern equipment to 
cater to the car owner, regard- 
less of what make of car he 
drives, is now unquestionably the 
dealers’ best source of income. 
He adds: 


Aids Car Sales 

“Service can be increased in 
direct proportion to the effort 
the dealer and his organization 
make to show the car-owner that 
they are equipped to give him the 
type of service he wants. The 
dealer who makes this effort need 
have no fear of losing his serv- 
ice business. 

“We also find that our improved 
greasing service has contributed 
considerably the sale of both new 
and used cars.” 

The Alemite Corp. is offering 
its modernized backgrounds in 
eight different styles. The prices 
range from a few hundred dollars 
upward. Dealers who adopt the 





modernization plan are also given 
the Alemite follow-up and general 
sales plans. 


Two Engineers Named to 


Bendix Products Staff 
SOUTH BEND, Ind.—Two addi- 
tions to the engineering staff of 
the Bendix Products Corp. have 
been announced by Victor J. 
Kliesrath, director of engineering 
of the Bendix Aviation Corp. 
Carl M. Wise, has been made 
assistant director of automotive 


C. M. Wise J. W. White 


engineering of the Bendix Prod- 
ucts Corp. Wise, whose appoint- 
ment becomes effective immedi- 
ately, will make his headquarters 
in South Bend. 

John W. White, has also joined 
the engineering staff of the Ben- 
dix Products Co. White will work 
on special assignments and will 
concentrate most of his time and 
effort upon hydraulic steering, 
brakes, controls and similar de- 
vices. He will also make his head- 
quarters in South Bend. 

Wise was formerly with Mar- 
shall Asbestos Corp., a Bendix 
subsidiary, and prior to that con- 
nection he was director of en- 
gineering of the Pierce-Arrow 
Motor Car Co. White has spent 
many years in the designing and 
engineering of brakes and brake 
equipment. 


THIS HODGE PODGE arrangement was ultramodern two years 


-ago and at that time Pontiac’s grease pit earned a profit. Its only real 


feature, however, was the announcement of specialized lubrication, 


something new in 1934. 














“All Right, All Right, 
Thank You Madison” 


Madison, Wis. — Fifteen 
Madison automobile dealers 
recently participated in a 
Major Bowes’ used car 
clearance sale in connection 
with which they offered five 
pounds of coffee with the 
purchase of any used car 
priced up to $199, 10 pounds 
of coffee to the buyer of 
any used car priced from 
$200 to $549, and 15 pounds 
to the purchaser of any car 
over $550. 


Dealers offering the free 
coffee included the Waters 
Motor Co., Monona Motor 
Sales, Hughes Newman, 
Inc., Fox Motor Co., F. & 
M. Garage, Kayser Motors, 
Smart Motor Co., Atkins 
Used Car Exchange, Jacob- 
son Auto Co., Capital Gar- 
age, Koch Motors, Inc., H. 
C. Walker, Ritter Motor 
Co., Schuster’s, and Geo, D. 
Keating, Inc. 








Arkansas Dealers Sue 
To Avoid Tax Payment 


LITTLE ROCK, Ark. — Five 
automobile dealers of this city 
have filled suit in Pulaski chan- 
cery court seeking an injunction 
to restrain Revenue Commis- 
sioner Earl Wiseman from col- 
lecting $1,103.51 sales tax on used 
automobiles which they had on 
hand July 1, 1935. 


The dealers contend that the 
used cars were received as part 
payment on sales of new auto- 
mobiles before the sales tax law’s 
enactment and that their re-sale 
is exempt from the 2 per cent 
tax. 


Form Power Brake Corp. 
To Distribute Linderman 


RICHMOND, Va.—Power Brake 
Sales Corp. has been organized 
here by officials of Motor Parts 
Corp. of this city to handle distri- 
bution of Linderman _ control 
brakes for Virginia, North Caro- 
lina and the District of Columbia. 


Motor Parts Corp. is the Na- 
tional Automotive Parts Assn. 
warehouse distributor for the 
Richmond district. R. E. Free of 
Motor Parts will also head the 
new sales corporation. 
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TEXAS SPEAKS 


ISTEN to what they’re saying in the dynamic Lone Star State about 
Studebaker—the “‘hottest”’ car of 1936. 


“January was our best month in ten years,” reports Charles Newding 
Company, Studebaker dealer in Galveston. ‘In the past two months we’ve 
doubled the business we did in that period last year,” states Waldrip 
Motor Company of Denton. 


“Our Studebaker registrations for this January show a 600% increase 
over January 1935—highly recommend the Studebaker contract to any 
dealer,” writes Miles Hall from Waco. “In January we took fourth place, 

with the best retail sales that we have obtained in any 
January since handling the Studebaker line for the past 
fourteen years,” is the comment of Frank A. Winerich 
of Winerich Motor Sales Co., San Antonio, Texas. 


‘““My Studebaker business has increased three to one 
in the past two months,” states A. J. Thomas of Sher- 
man. “Nothing can stop us now,” asserts Ralph W. 
Sanders of Temple. 


Small towns and large towns, the sentiment is the 
same—Studebaker is setting a sales pace for everybody 
in Texas this year. 


NEW FORT WORTH DISTRIBUTOR BELIEVES 
OPPORTUNITY UNLIMITED 


Foster P. Jennings has recently signed up with 
Studebaker after handling other cars in Fort 
Worth for 20 years. The first day he had cars he 
sold a President Sedan, a Dictator Coupe and a 
Dictator Sedan without any publicannouncement. 


NO WONDER STUDEBAKER DEALERS 
ARE MAKING MONEY 


BEAUMONT DOUBLES ANY PREVIOUS JANUARY 
—SURPASSES ALL FEBRUARY RECORDS 


And that enviable showing made by Sabine 
Motors, Inc., of Beaumont, Texas, con- 
firms Treasurer Charles Culotta’s state- 
ment that the public is tremendously en- 
thusiastic about the advancements and 
the beauty of the 1936 Studebaker. 


WORLD'S SMARTEST STYLING 


Helen Dryden, internationally famed authority, has given the 
new Studebaker line a beauty no other cars can touch. Each 
28-YEAR RECORD BROKEN IN HOUSTON model is a glowing harmony without—a lovely melody within. 
“Sixty-two deliveries in January,’ wires 
H. D. Schleeter of Mosehart and Keller 
Automobile Company, Studebaker dis- 
tributor in Houston, Texas. “Greatest 
January sales in the 28 years we have han- 
dled Studebaker cars. Biggest January 
profit in years and February looks equally 
good.”’ 


ONLY AUTOMATIC HILL HOLDER 


This powerful sales clincher is offered only by Studebaker. Keeps 
car from rolling back when stopped on an upgrade Easily the 
greatest safety advancement of 1936. 


LARGEST ONE-PIECE STEEL TOP 


Extending from cowl clear back to trunk opening the Studebaker 
steel top is inseparably welded to an all steel body that has more 
and stronger steel girder reinforcements than you'll find in any 


Deal yourself a winning hand 


prom Studebaker’s abl trump deck | = == 


Never in recent automobile history has any new line offered so 
much opportunity to dealers as the new Studebaker Dictators and 
Presidents. With a Dictator Six listing at $665 and a President 
Eight at $965 Studebaker puts you in the thick of the richest 
profit market. And you get a square deal contract from America’s 
Friendliest Factory when you sign up with Studebaker. 


More than 400 of our 
dealers have been with 
us fifteen years or more. 


Write or wire me in con- 
fidence. 


PRESIDENT 
THE STUDEBAKER CORPORATION, SOUTH BEND, INDIANA 


RECORD BREAKING GASOLINE ECONOMY 


No theory about Studebaker’s “‘first-in-class’’ victories in Gil- 
more- Yosemite Economy Run. Dictator Six averaged 24.27 miles 
per gallon—President Eight averaged 20.34 miles per gallon. Both 
records authenticated by The American Automobile Association. 


INCOMPARABLE ROOMINESS 

Dictators as well as Presidents excel the field in rear seat elbow 
room—5856 inches of it. All other dimensions are proportionately 
spacious. 


a" STUDEBAKER! 


“VISIT THE TEXAS CENTENNIAL FAIR, JUNE 6-NOVEMBER 29” 
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said he, that some merit may be 
found in the program and that 
it may be the vehicle of getting 
rid of some of the Federal tax 
inequities that have grown up 
through piecemeal legislation. In | 
the meantime, he added, business | 
and industry would do well to| 
study all angles of the situation | 
before sounding off about what} 
should be done. 

The hurricane that was gener- 
ated in Congress by the Presi- | 
dent’s message swirled around 
the Executive suggestion of a 
steeply graduated levy upon un- 
divided corporate earnings, which 
would directly affect the manu- 
facture of motor vehicles and all 
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President’s Tax Proposal Starts Critical Storm 


But Automobile Industry 
Holds Back Its Opinion 


(Continued from Page 1) 


products connected with their 


operation. 


& 


Many Democrats vied | 


with Republicans in assailing the | 


measure suggested by the White 
House. 


They attacked the cor-| 


porate surplus tax as removing a| 
safeguard against lean times that | 


has enabled many well-managed 
enterprises to weather the de- 
pression. 

The attack did not find Presi- 
dent Roosevelt unprepared to 
reply, however. At his press con- 
ference he drew a sharp distinc- 
tion between corporate reserves 
and undistributed corporate earn- 
ings and pointed out that the 
former will not be taxed under 
his plan. He maintained that his 
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‘LHKOUGH one of the most pronounced battery improvements 
in years, the new USL Power Sealed Battery completely elimi- 
nates those familiar exposed connectors which long have been 


responsible for power loss between cells. 


In the new USL patented construction, the cells are direct- 
connected inside the case. This means a much shorter current 
path between cells—reducing by nearly one-half the usual volt- 


age drop. 


RESULTS (proved by five years of gruelling service tests): 
USL Power Sealed Batteries produce extra starting power equiv- 
alent to four additional plates. They offer the car owner faster 
cranking speed, quicker starts, less energy consumed per start, 


longer battery life. 


To the USL dealer ‘‘Power Seale 
the greatest sales feature ever offered! . . 


> means a battery with 


. a quality leader he 


can sell at a moderate price and a money-making profit. 


You can really **go places”? with *‘Power Sealed”’ and the complete 
price-ranged line of USL Batteries. WRITE for new 1936 proposition 


USL BATTERY CORPORATION 


Niagara Falls, N. Y.; Oakland, California; Oklahoma City, Okiahoma 
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| ments of 
|} ness and industry. 
| these were 
} on the 


program would increase the vel- | 

ocity of money in circulation and | 

speed up the expansion of indus- | 

try and business. 
Two Types of Taxes 

The Presidents’ suggestion for | 
raising money needed for the| 
farm program and amortizing the | 
cash bonus was divided into “tem- 
porary” and “permanent,” as 
follows: 

First--A graduated tax on cor- 
porate income, including dividends | 
from other corporations, which 
is not distributed as earned. This | 
would be accompanied by repeal | 
of the present corporate income | 
tax, the capital stock tax and the | 
related excess profits tax. Esti- | 
mated annual yield $620,000,000. 

Second—-Removal of the present 
exemption of dividends from the | 
normal tax on individual incomes. | 
By this the government would 
reach corporate earnings whether 
they were held by the corpora- 
tions or were forced by heavy tax 
into the pockets of stockholders. | 

Third—A _ so-called “windfall | 
tax,” aimed particularly at proces- 
sors who benefited by the Su- 
preme Court AAA decision which 
forced the government to return | 
some $180,000,000 of impounded | 
processing taxes. 

Fourth-—-Revival of the proces- 
sing tax in somewhat altered 
form. 

‘These were on the only levies 
specifically mentioned but it is| 
known the President has discus- | 
sed with Democratic leaders cer- 
tain other revisions that may be | 
attempted, including elimination 
of personal exemptions on sur- 
tax incomes and lowering of ex- 
emptions on taxable estates. 

House Begins Study 

The House ways and means| 
committee began a study of the} 
President’s proposals without de- | 
lay and it is expected a tax bill | 
will be reported out by the end 
of next week. 

While taxes held the center of | 
stage on Capitol Hill this 
week there were other develop- 
direct concern to busi- 
Chief among 
the Senate hearings 
Wheeler-Rayburn bill to 
put more teeth in the law under 
which the Federal Trade Commis- 
sion functions. According to 


| some this measure would vest the 
| government with more authority 


over American business and in- 
dustry than ever was expected 
by the NRA, which, by the way, 


| will be belatedly interred Apr. 1, 


date of the official demise of the 
skeletonized Blue Eagle. 

The Wheeler-Rayburn bill would 
give the FTC power to pore over 


| the private books and records of 


| at any time, and with power to 





| gate the relation of such a person 


| uals, 


| gress to an administrative agency, 
and in view of its extraordinary 
| nature 


| “if real progress is to be made in 
| meeting the evils of unfair com- | 
| petition, there should be renewed | 


| to a task which is of the highest 
| importance and which can well 


| heard on the bill this week was | 


| authority stop even at that point,” 
| Sibley asserted, “for it would be 


any business man or corporation 

forbid any business practice it 

considered unfair or deceptive. 
Among the important witnesses | 


Harper Sibley, president of the 
U. S. Chamber of Commerce. He 
reasoned at length against giving 
the FTC further power to in- 
vestigate the organization, busi- | 
ness conduct, practices and man- 
agement of any persons or part- 
nerships engaged in commerce. 
Validity Questioned 
“Nor would the commission’s 


expressly authorized to investi- 
or partnership to all other individ- 
partnerships and corpora- | 
tions. This is a most extraordin- 


ary delegation of power by Con- 


there must necessarily 
exist the gravest questions con- 
cerning the validity of the grant.” | 

Sibley told the committee that 


emphasis upon the commission’s | 
judicial functions.” Its inquisi- 
torial activities should be ended 
“that it may devote its full time 





occupy all of its energies.” 
The National Assn. of Manufac- 


THIS 1903 MODEL Cadillac, which has been serving one family 
for more than 33 years, was impressed into service as a taxi during 
the recent convention of Cadillac-LaSalle star salesmen at Edgewater 
Park, Miss. The passengers are two Cadillac executives, Nicholas 


Dreéystadt, general manager, 


manager. 


turers was also unsparing in its 
criticsm of the Wheeler-Rayburn 
bill. Branding it full of “distor- 
tion, ambiguity and vagueness,” 
the mouthpiece of industry in- 
weighed against its enactment 
because it is “is one of the most 


| enormous and unprecedented ex- 


tensions of power ever embodied 
in proposed legislation.” 

“The fair inference,” the asso- 
ciation told the committee, “is 
that what is sought by the com- 
mission is a drastic revision of 
the fundamental basis of the act 
under which it operates and that 
such revision is being sought in 
an indirect and semi-covert man- 
ner.” 

Says Purpose is Distorted 

Until now the act has permitted 
FTC investigations to collect facts 
for two purposes, to aid Congress 
and legislating and to aid the 
President in recommending legis- 
lation 

“The proposed amendment, how- 
ever,” said NAM, “completely dis- 
torts this purpose and provide 
that the commission ‘upon its 
own initiative’ may make un- 
limited investigations. It wouk 
be meaningless to grant such 
power and still argue that the 
purpose of the section contem- 
plates investigations for the col- 
lection of facts for the informa- 
tion of Congress or the Presi- 
dent.” 

The week has also been marked 
by introduction in the House by 


Rep. Healy of a substitute for the | 
regulate | 


would 
of 


that 
wages 


Walsh bill 


hours and labor on 


LIKES HIS “CHEVVY.” 


and Don E. 


Ahrens, general sales 


goods supplied the government by 
contract. It differs in some res- 
pects from the Senate measure 
but is no more desirable, accord- 
ing to business leaders who are 
fighting the principle embodied in 
such legislation. 


Brown New Chevrolet 


Manager at St. Louis 


DETROIT —T. F. Brown for- 
merly manager of Chevrolet’s re- 
tail store in the General Motors 
Bldg., and more recently zone 
manager at Des Moines, Ia., has 
heen appointed manager of the 
St. Louis zone, it was announced 
this week by W. E. Holler, vice- 
president and general sales man- 
ager of the Chevrolet Motor Co. 

Brown succeeds C. E. O’Meara, 
who has assumed other duties 
with another division of General 
Motors. The appointment was ef- 
fective Mar. 1. 

Brown’s post at Des Moines will 
be filled by J. L. Connell, who has 
served at Des Moines, Janesville 
and Milwaukee, his most recent 
position being city manager at the 
latter place. 7 


Va. Gas Taxes 


RICHMOND, Va. — (UTPS). - 
Total gasoline taxes collected by the 
State of Virginia from 1923, when 
the first taxes were levied, through 
1935 will aggregate $11081,625, ac- 
cording to figures releaséd here. 

It is estimated the total gas taxes 
collected by Virginia in 1935 will 
reach $14,500,000. 


Hiram H. Dohner, carpenter of Quentin, 


Pa., is shown here puttering around his 1913 Royal Mail Chevrolet 
roadster. This is the oldest Chevrolet in constant use in the United 
States, officials say, and Dohner will be presented with the 1,000,000th 


Chevrolet built in 1935. 





AUTOMOTIVE DAILY NEWS, SATURDAY, MARCH 7, 1936 


_A Little Clear Thinking on Two Types 
of People with an Interesting 
Interpretation Thereof 


In a certain big organization there are two execu- 
tives with offices side by side whose salaries are each 
in excess of $100,000 a year. 


One comes through the door like a football 
player. The other lumbers through like a dray 
horse. One has three secretaries on the jump. The 
other uses the stub of a lead pencil and makes slow 
notes. When they lunch together, one has finished 
his sandwich and is twitching in his chair while the 
other is still at his tomato juice. At the cigar 
counter, one has bought and half finished his cigar 
while the other is still looking over the cigar case. 


Each of these men seems to be equally valuable 
to his concern. And equally respected. But what is 
more interesting is that each gathers about him the 
same type of helpers and associates that he him- 
self is. 

And what is true of these two executives is true 
of people in every range of life. You can see these 
two types amongst the men in a factory, amongst 
gitls behind the counter, amongst stenographers 
and clerks and salesmen and chief executives in an 
office, amongst families in the home. 

kkk * 


Now, the point of this story is that in this highly 
activated modern American life, nearly every factor 
of living was adapted or changed to meet the needs 
of this highly active type, which was so rapidly 
increasing under our intensified American system. 
The cafeteria sprang up to meet that need. So did 
the self-serve shops, the automatic dispensers; and 
even the counter aisles in department stores were 
changed. In the publishing field newspapers, too, 
quickened their pace. 


But in the magazine world, there was little change. 
And what change there was accomplished little 
more than an indeterminate straddle. 

kok ok 

It is only on this basis and no other that you can 
account for the most amazing growth that anyone 
has ever seen in the magazine field—Liberty Maga- 


*Voluntary circulation is the number of copies of a magazine that people 
will buy, issue by issue, if left to their own devices. 


zine simply sprang to a position of first magnitude 
very much as the automobile or the radio had done. 
No sales force could have sold these tens upon tens 
of millions of magazines, one at atime, any more than 
any sales forces could have sold these tens of millions 
of automobiles and radios one at a time. This is the 
sort of psychological response that has to be in- 
spired by natural desire for whatever seems to 
satisfy a natural need. 


Liberty simply created the quick, fast moving 
type of story and article that this quick, fast moving 
type of people had been waiting for; and the re- 
sponse from this type of people was immediate 
and electric. 


All of this you have seen with your own eyes. 
You know it to be true. It was inevitable that if 
this type of people had that need, and the appear- 
ance of Liberty was the answer to that need, they 
would respond to the buying of Liberty just as 
they did. 

Within a few years of its inception, Liberty Maga- 
zine had the largest voluntary* single copy circu- 
lation in the world. Over two million magazine 
readers were buying it every week. Unless you have 
the analysis of this thing, it doesn’t seem possible; 
for many of the old type magazines after fifty years 
had only half the amount of voluntary circulation 
that was simply handed to Liberty overnight. And 
today Liberty still stands at the head of that list 
with the largest voluntary—single copy—sale of 
any magazine. 

kk ok 

There is only one other point that remains—a 

pure point of inevitable logic. 


Liberty should bring the quickest advertising re- 
sponse of any magazine published. It should do this 
because of the quick, responsive type of people who 
buy and read it. These are the people who make 
their purchases with the same quick decision and 
immediacy that applies to all the other actions 
in the tempo of their lives. To the advertiser they 
cannot represent anything other than immediate sales. 


And America lives on sales. 
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Revcenl Changes Mark 1936 Studebaker Dictators 


Dumas Lists Tune- Up, 
Repair Specifications 


By PAUL DUMAS 


Studebaker Dictator 1936 series 
cars comprise two chassis models. 
Cars with conventional front axle 
are known as model 3A while 
those with Planer independent 
front wheel suspension are known 
as models 4A. 

Adoption of an all steel top and 
additional bracing of the frame 
features the chassis. Changes in 
the engine include pressure lubri- 
cated cylindrical type valve lift- 
ers which may be removed by lift- 
ing up after the valves and valve 
springs are out. New manifold- 
ing is used together with a shield 
over the fuel pump. Water is 
forced into a manifold between 
the valve compartment and the 
cylinder walls and then out 
through jets around the valve 
seats and cylinders for better 
cooling of these parts. 

Data pertaining to adjustment 
of the Warner over-drive unit, 
used as optional equipment, will 
be covered in a later article in 
this series. 

Identification 

Starting serial number of 
model 3A cars built at South 
Bend is 5,512,001. Cars built on 
Pacific coast start at 5,850,001, and 
Canadian built at 5,960,801. 

Starting serial number of model 
4A cars built at South Bend is 
5,235,001. Cars built on Pacific 
coast start at 5,800,001 and Cana- 
dian built at 7,951,301. 

Serial numbers are stamped on 
plate riveted to frame side rail 
under left front fender. 

Starting engine number is D- 
63001 for the 3A and also for the 
4A models. Engine numbers are 
located on boss left side of cyl- 
inder, above distributor. 

Engine 

‘Engine is L head type with 
block and crankcase cast integral. 

Bore, 3% inches; Stroke, 4% 
inches. 

Displacement, 217.8 cubic inches. 

AMA Horsepower, 25.4. 

Maker’s rated horsepower, 90 
at 3,400 r.p.m. with standard cast 
iron head. 

Compression ratio, 6.3 with 
standard head. 

Compression .pressure, 105 
pounds at cranking speed. 

Firing Order, 1-5-3-6-2-4. 

Battery 

Make, Willard WH-1-13, 13 
plates, positive terminal grounded; 
rating, 5% amperes for 20 hours, 
102 ampere hours; case size, 9;,x 
Tysx9¥ inches; location, under 
front floor boards, left side. 

Starting Motor 

Make, Auto-Lite MAX-4019 on 
standard cars or MAX-4018 on 
models with Startix and over- 
drive; stalled current, 640 amperes 
at 3 volts; cranking current, 200 
amperes at 5 volts; running free, 
65 amperes at 5.5 volts; brush 
spring tension, 42 to 53 ounces; 
drive, Bendix barrel type, 9 teeth. 
See “Caution” below. Starter 
switch, Startix type UL on over- 
drive cars. Auto-Lite SW-3737S 
switch on standard cars; brushes, 
MAW-13 and MAW-12; armature, 
MAW-2091. 

Caution: The barrel type Bendix 
drive unit should not be washed 
in gasoline or kerosene. If either 
of these fluids get under the screw 
sleeve it will remove the lubricant 
originally placed there. Since the 
sleeve cannot be removed in serv- 
ice, it would be impossible to re- 
place the lubricant. After clean- 
ing with rag moistened in kero- 
sene wipe dry and sparingly re- 
lubricate splined end of shaft with 
Gredag 31% lubricant and screw 
threads on shaft at opposite end 
of barrel, with 10-W oil. 


Note: Interrupted cranking of 
the engine or spinning of the 
starter motor indicates the need 
for a check of the Startix unit. 
To correct interrupted cranking, 
remove center high tension lead 
from distributor cap and ground 
the wire. Now with switch in 


“on” position loosen lock nut and 
turn the starting adjustment 
screw “A” Fig. 1 slowly in a clock- 
wise direction, until steady or 


Startix Type D automatic 
switch. 


continuous cranking is obtained. 
Lock in position by tightening 
lock nut. 

To correct spinning of starter 
motor, disconnect wire attached 
to generator terminal on Startix 
and turn screw “A” slowly in a 
counter-clockwise direction with 
switch “on,” until a click is heard. 
The starter motor should now 
start to crank the engine. 

The auxiliary starter button 
“B” may be used for cranking 
the engine with ignition turned 
off. It may also be used as an 
emergency starter button should 
the Startix fail to operate when 
ignition is turned on. Button 
should be pressed in until it is 
solidly bottomed, then quickly re- 
leased by sliding finger off the 
side. If starter continues to spin 
after release of button, press 
again and release quickly. 


Spark Plugs 

Make, Champion 8-S (if not 
available use C-7) 18 mm size; 
colder, 7 or 13; hotter, 9 Comm.; 
gap setting, .025 inch. A gap of 
.030 inch will give a better idle 
but may also produce missing at 
high speeds after short term of 
service. 

Distributer 

Make, Auto-Lite IGW-4001 full 
automatic advance with vacuum 
spark modifier which retards the 
spark approximately 6 degrees 
when the engine is running at full 
open throttle; rotation, counter- 
clockwise top view; breaker gap, 
.020 inch; contact angle, 40 de- 
grees; breaker spring tension, 16 
to 20 ounces; governor advance, 
starts at 400 distributor r.p.m., 
6 distributor degrees at 1000 r.p.m 
maximum 10 distributor degrees 
at 1500 r.p.m.; ignition timing, 
spark occurs 2 degrees before 
T. C. or when the ignition mark, 
which is approximately ; inch 
ahead of the U. D. C. 1/6 mark, 
on the crankshaft vibration 
damper is directly under the 


TIMING MARKS ON RIM 
_ OF DAMPER FLY WHEE 
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RUBBER 
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Breaker points should start to 
open when the line on vibration 
damper indicated by IGN shown 
above aligns with pointer on tim- 
ing gear cover. 





fe pointer on the timing gear cover 


as shown in Fig. 2; breaker points, 
arm IGW-3028, screw IGP-33; 
rotor, IGB-1239A; cap, IGB-1240; 
cam, IGW-2032L; condenser, LGB- 
1025;ignition coil, IG-3245. 

Generator (Standard Equipment) 

Make, Auto-Lite GBM-4604; 
maximum output, 18 amperes at 
8 volts; current motoring free, 
5.5 to 6.1 amperes at 6 volts; field 
current, 3.8 to 4.2 amperes at 6 
volts; brush spring tension, 32 to 
36 ounces; armature, GBM-2006- 
B; main brush, GBM-1012; third 
brush, GBM-1013. 

Cut-Out (Relay) 

Make, Auto-Lite CB-4021; con- 
tact gap, .015 to .025 inch; air gap, 
points closed, .010 to .030 inch; 
closes, 6% to 7% volts; open, % 
to 2% amperes. 

Generator (Optional Equipment) 

Make, Auto-Lite GAR-4609; 
maximum output, 26 amperes at 
8.5 volts; current motoring free, 
4.75 to 5.25 amperes at 6 volts; 
field current, 3.75 to 4.15 amperes 
at 6 volts; brush spring tension, 
32 to 36 ounces; armature, GAR- 
2116B; main brush, GBM-1012; 
third brush, GBM-1012. 

Cut-Out 

Make, Auto-Lite combined in 
same box with two-step voltage 
regulator; air gap, .010 to .030 inch 
points closed; contact opening, 
.015 to .025 inch; closes, 6.5 to 7.3 
volts; opens, 0 to 3 amperes. 

Regulator 

Make, Auto-Lite TC-4302-A; 
type, two stage control; air gap, 
.020 inch contacts closed; contact 
gap, .008 to .013 inch; contact 
springs, 10 to 12 ounce tension; 
limits, contacts should close at 6.5 


to 7.3 volts at room temperature | 


and should open at 8.3 volts same 
temperature. Complete adjust- 


ment information is contained in | 


the Standard Tune-Up Manual. 
Adjustment should not be at- 
tempted unless shop is equipped 
with an accurate voltmeter, am- 
meter and variable resistance 
unit. 

Fuel Pump 
AC 1522227 series W; 
pressure, 4 pounds; 
1 pint 
1522267; 
valve, 855003. 


Make, 
maximum 
capacity, 
diaphragm, 
spring, 1521648; 


Fig. 
See text for easy method of check- 


Stromberg EX-23 carburetor. 
ing economizer valve. 


Fuel System 

Carburetor, Stromberg EX-23 
downdraft plain tube type with 
Stromberg Automatic Choke; idle 
adjustment, Adjusting screw “15” 
Fig. 3 controls quantity of mix- 
ture. Turn in for leaner effects. 
Set idle stop screw to give a 
minimum of eight m.p.h. car 
speed with warm engine; fuel 
level, should be % inch from 
liquid to top of float chamber 
as shown in Fig. 4. Fuel level 
may be checked while engine is 
idling but to avoid danger of fire, 
the float chamber cover should 
be removed after engine is started. 
Another method of checking the 
fuel level is as follows: Remove 
main discharge nozzle plug “11” 
Fig. 3. Install a nipple with piece 
of hose attached, into hole from 
which plug “11” was removed. 
Now move end of hose vertically 
until fuel is just flush with and 
ready to overflow from end of 
hose. Mark side of float chamber 
in exact alignment with end of 
hose. This mark is the fuel level; 
calibration, variation in the air 








| barrel. A 
in 60 seconds; | 
diaphragm | 
‘essary, is by turning nut “21.” 





fuel ratio in all ranges above 
idle is secured by installation of 
a leaner or richer main metering 
jet “12” Fig. 3; metering jet, .058 
inch standard, one step lean .056 
inch, 2 steps lean .054 inch; main 
discharge jet, size 28-32; economi- 
zer jet, size No. 56. 

Idle air bleed, size No. 55; pump 
jet, size No. 66; float seat, .093 
inch hole. 

Mileage Complaints: On com- 
plaints of excessive fuel consump- 
tion where it is known that pump 


Fuel level should be five-eighths 
inch below edge of bowl as shown. 


pressure and fuel level are too 
specifications and where air 
cleaner is unobstructed and jets 
of correct size, always check the 
economizer “29” in Fig. 3. This 
may be done by running engine 
at a speed corresponding to about 
25-30 m.p.h. with air cleaner re- 
moved. Observe the pump dis- 
charge nozzle “31” Fig. 3. If 
mixture is being discharged from 
this nozzle the economizer valve 
is leaking. Correct this condition 
by installing a new valve, or if 
new one is not available, lap in 
the old one with soap suds and 
Fullers earth; economizer adjust- 
ment, valve should start to open 
when throttle valve butterfly is 
opened .340 to .360 inch. Opening 
point is where pump piston is first 
felt to bottom against top of econ- 
omizer valve body minus .070 inch 
which is the height of economizer 
valve stem above top face of econ- 
omizer body. 


The .340 to .360 inch throttle 


| opening may be measured by in- 


serting a 4} inch rod or drill be- 
tween throttle valve and _ its 
44 drill or rod is .344 
inch diameter. Adjustment of 
economizer opening point, if nec- 


3 


Note: If main discharge jets 
are removed use new lead gaskets 
when reinstalling. 

If trouble is encountered get- 
ting a good idle remove and clean 
idle tube, and blow out idle 
channel and idle discharge ports 
with compressed air. 

Automatic Choke — Adjustment 
of the automatic choke linkage 
is as follows: 

With the choke valve held in 
fully closed position adjust rod 
“W”" Fig. 5 so that there is 3 
inch clearance between lever “U” 
and lever stop “T”’. Check and 
adjust rod “S” as follows: 

Remove the screw from the top 
of the vacuum chamber and push 
piston to the bottom with a small 
rod. Push lightly against the 
short side of the choke valve to 
eliminate play in the linkage. If 
the adjustment is correct, it will 
just be possible to insert a 2%; 
inch drill or rod between the long 
side of the choke and the car- 
buretor body. If not, re-adjust 
rod, 

The standard setting of the 





choke thermostat is 10 gradua- 
tions rich. 

Note: One of the most frequent 
causes of hard starting com- 
plaints is friction in the linkage 
connections, choke butterfly or 
choke shaft. Be sure to check 


the above on this type of com- 


Fig. 5 
Stromberg automatic choke 
unit. See text for adjustment of 
linkage. 


Clean to eliminate frio- 
Do not oil. 


Valve System 

Tappet clearance, .016 inch cold. 
Cold is considered room tempera- 
ture; spring pressure, 125 to 135 
pounds at 1% inches; spring in- 
stallation, it is necessary to install 
spring and seat, compress with 
spring tool, and force spring and 
seat up and over valve lifter 


plaint. 
tion. 


TENSION 
SPRING 


PASSAGES 
TO VALVE 
LIFTER 


Fig. 6 
Details of valve lifter construc- 


| tion showing oil passage and valve 


lifter tension spring. See text for 
data on removal. 


Install valves, compress springs 
and install spring seat locks. 
Closely wound coils must be at 
top; valve seat angle, 45 degrees; 
valve lift, 343 inch; valve timing, 
with tappets set to .020 inch, inlet 
valve opens 15 degrees before 
T. C. or when the mark IN OP 
1-6 on vibration damper aligns 
with pointer on timing gear cover. 
Marks on timing gears should 


Valves are correctly timed when 
gear fmarks align with each other 
as shown. 


align with each other through 
shaft centers as shown in Fig. 7 
Capacities 


Cooling system, 14 quarts; 
crankcase, 6 quarts; transmission 
plain, 2% pints or pounds; trans- 
mission and over-drive 6 pints or 


(Continued on Page 13) 
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Dictator 


Tune-U ps pecitications 


(Continued from Page 12) 


pounds; rear axle, 2% pints or| 
pounds. 
Steering 
Camber, 3A and 4A 1 to 1% 
degrees. Measure with car on 


HORIZONTAL 
Ling 


} EST 


SPINDLE TILT 





Fig. 8 
Camber adjustment on 1936 cars 
is by eccentric. Shim adjustment 
was used on 1935 models. 


level floor or rack, tires properly 
inflated, car empty. 

Adjustment made on 4A by 
turning eccentric (Fig. 8) at 
outer end of knuckle support 
arm; caster, 3A% to 1% degrees. 
4A % negative to % positive ae- 
grees. 

Caster is not adjustable on the 
4A and if not within limits, bent 
parts are indicated; king pin, 1n- 
clination 9% degrees; toe-in, 3A 
i; to % inch. 4A ;; inch. Ad- 
justed by turning longer tie rod 
on 4A; steering gear, Ross cam 
and lever. See Standard Service 
Manual for adjustment instruc- 
tions. 

Horns 

Make, Delco-Remy K-33-S elec- 

trically operated air trumpet 
ADJUSTING LOCK NUT 
ADJUSTING NUT 


CONTACTS 
AIR GAP ADJUSTING NUT 


@ 


——— 


yh 
i 


, —_—-) 
NY SS tons C 
F 
i 





Recommended procedure for | 
horn adjustment involves the use 
of an ammeter. Tone is controlled 
by current draw. 


type, controlled by a relay; ad- 
justment, air gap setting should 
be .035 to .039 inch for the high | 
note horn; .044 to .048 inch tor the 
low note horn. Adjust by turn-| 
ing air gap adjusting nuts Fig. 9. | 
Current draw, 12 amperes eacn. | 
Adjust current draw and tone by | 
turning adjusting nut Fig. 9. Ad- 
just horns separately. 

Repair Notes 

Brakes, Lockheed-Wagner hy- | 
draulic, two shoe, non-energized 
type. Heel end of shoes should be 
adjusted to .005 inch clearance, 
toe end to .010 inch. 

Front wheel cylinders are 1% 
inch diameter at front piston, one 
inch for rear piston. Rear wheel 
cylinders are 1% inch for front 
piston, one inch for rear piston. 


VALVE SPOOL 
aLve STEM 


A! VE STEM SLOT 


Fig, 11 
Details of Houdaille shock ab- 
sorber. Turn valve clock-wise to 
increase resistance. Turn counter- 
clockwise to decrease. 


Hill Hold, this is a hydraulically 
operated device designed to pre- 
vent roll back on hills. It is con- 
trolled by the master cylinder. 
If it does not operate properly 
check adjustments as follows: 


With car on level floor or rack 


place a spirit level on the two|. 


bosses located on top of the “Hill 
Hold” barrel body. Loosen the 
large cap screw at side of the unit 
and raise or lower until bubble 
shows unit is level. Tighten in 
this position. (See Fig. 10.) 


Adjust the control rod which 
connects “Hill Hold” to clutch 
pedal so that brakes release just 
ahead of the clutch engagement. 
This condition will be obtained 
if distance between rear edge of 


7 oe 


adjusting nut and forward edge | 
of sleeve (to which valve lever | 
is attached) is ; inch. 


Rod bearings, integral spun | 
babbitt. Clearance .0005 to .UU2| 
inch. Do not file if worn. Install 
new rods. 


Piston removal, rod and piston 
assemblies are removed from 
above. 


Piston clearance, pistons are 
cam ground. Clearance between 
cylinder wall and skirt (measured 
“4% inch from lower edge of skirt 





at right angles to piston pin) 
should be such that a .002 inch 
feeler requires 7 to 15 pounds pull 
to withdraw. Factory replacement 
pistons are furnished with puns, 
fitted, and are installed with slots 
on drivers side. 


Cylinder head, aluminum cyl- 
inder head should be tightened 
with engine cold. 


Clutch relining, 
be drilled out, 


rivets should 
not punched, to 


IS THE SELLING NOTE 


More comfortable 
Softer and sleeker 
Easy on clothes 


Defies wear 


Readily cleaned 
COLLINS & AIKMAN 


tt 
BALL 
CHAMBRE HEAD 
BALL CAGE SPRING 
CAMSHAPT SPRING 


CAMSHAFT RUBBER INLET (CONNECTION 
BALL SEAL FO MASTER BRAKE 
BALL CAGE @ CYLINDER) 


Fig. 10 
Studebaker anti-back device, called the Hill Hold. It is hydrau- 
lically operated from .the master cylinder and acts on the brake 
system. 
prevent springing plate. Make sure | when relining. 
that brass and steel rivets as Axle ratio, 
originally equipped are used,} optional. 


4.55 standard, 4.82 


Reg. applied for, U. S. Pat. Off. 


By THIS TIME, automobile dealers know what 1936 car buy- 
ers are looking for. They want to forget the repression 
of depression — swing over to a little luxury for a change 
— own something finer. It’s sound selling psychology to 
use every luxury sales-point your ‘36 models offer. 


One of the luxury items in a great many ‘36 cars is the 


smart new upholstery—the modern “Breathing Back” 


Mohair Velvet. This fabric has far better looks and style. 
Besides, its new porous back permits the velvet to breathe 


— automatically adjusts the air-pressure in the cushions 


CORPORATION 


200 Madison Avenue 


New York City 


— provides real “living-room comfort on wheels.” 


Play up the advanced luxury of this fabric in your sell- 
ing. It is something your prospects can see, touch, enjoy. 


And its practical advantages mean lasting satisfaction to 
the owner, less service trouble for you. 
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Safety Holds the Limelight in Gotham This Week 
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Automobile Men F ighting 


For 1-Cent Gas Tax Cut 


By BOB MOUNTSIER 


NEW YORK.—Safety comes to 
the front this week in this section 
of the world, what with the 
Broadway debut of Metro- 
Goldwyn-Mayer’s film, “Hit-Run 
Driver,’ the seventh annual 
Greater New York Safety Con- 
ference and announcement of the 
automobile industry’s “full sup- 
port” for the widely publicized 
program of the American Assn. 
of Motor Vehicle Administrators, 
which has declared war on the so- 
ealled lunatic fringes of motorists 
and pedestrians alike. 

“Hit-Run Driver” made 
Broadway appearance to a 
fare of approval by state 
vehicle commissioners, police 
chiefs, the American Automobile 
Assn., the National Safety Coun- 
cil and the Automobile Manufac- 
turers’ Assn. In fact AMA’s 
safety committee is 
the wide distribution of posters 
announcing the film. 


its 
fan- 


Dramatizes Coast Case 
This moving picture is not in 


any way a filming of the famous | 


article, “And Sudden Death,” as 
Walter Winchell twice described 
it in his column. “Hit-Run 
Driver” puts on to the screen a 
dramatic version of a case from 
police records on the Pacific 
Coast. The case involved a hit- 
run driver one of the 
fringe type—whose wild 
resulted in the death of a man 
and the blinding of a girl. This 
hit-run driver was traced in real 
life by shattered glass and a tire 
tread on his car, and the film fol- 
lows the records to this extent. 
The driver is convicted, getting 
20 years in prison. 

The Greater New York Safety 
(Naference, which was in session 
the first three days of the 
noticeably emphasized the auto- 
motive angle. The speakers in- 
cluded J. Mack Young, president 
of the Automobile Club of New 
York, Charles A. Harnett, New 
York state commissioner of auto- 
motive vehicles, and about 
others, many of them on automo- 
tive safety subjects. 

Jacob Gould Schurman jr., chief 
magistrate of New York City, dis- 
cussed the various ways in which 
courts can aid in reducing the 


motor | 


sponsoring | 


| tine, 





lunatic | 
driving 


week, | 


number of automobile accidents 
In the course of his talk he made 
a point of declaring that no new 
laws are necessary to reduce such 
accidents, that proper’ enforce- 
ment of present laws would bring 
results. He showed that New 
York City was increasing its en- 
forcement of existing laws, with 
560,000 traffic cases handled last 
year as against 363,000 in 1934. 
He advised separate handling and 
treatment of minor cases, like 
parking violations, and 
cases, such 
with charges 
intoxicated. 


of driving 


Blames Dual Personality 

The Rev Ralph Sockman said: 
“In almost everyone there is the 
dual personality of Dr. Jekyll and 
Mr. Hyde, and the machine age 
only makes the latter more 
dangerous. The motor car and 
improved roads give 


the office becomes’ the 
maniac of the highway.” 

Miller McClintock, director 
Harvard University’s bureau 
street traffic research, urged that 
traffic accidents be attacked as 
a community problem. He pointed 
out that community effort had 
all but abolished several diseases 
which formerly took a larger 
yearly toll of lives than the auto- 
mobile now does 

An exhibit which 
lot of attention 
testing machine,” 
Brooklyn Edison Co. examines 
the ability of its 600 drivers to 
bring their trucks to a quick stop 
in a sudden emergency. The cor- 
poration’s superintendent of 
transportation, Walter G. Chand- 
ler, said that to avoid an accident 
the driver must not take more 
than six-tenths of a second in 
applying the brakes after shifting 
his foot from the accelerator, 
when as he sat in this machine 
the picture of a boy on roller 
skates was flashed in front of 
him 


speed 


of 


attracted a 
was a “reaction 
with which the 


Even Unto Coc'ctails 


the way, a new cocktail, 
called “And Sudden Death,” is 
going the rounds in certain auto- 
motive advertising circles in our 


By 


ANOTHER “NEW DEPARTURE” 


REAR WHEEL BALL BEARING 


Completely sealed and lubri- 
cated for life—requires no 
grease cups or gun fittings. 
Locates drive axle without 
locknuts or threaded shaft. 


Simplest, strongest rear wheel mounting 


In DETROIT PHONE Trinity 2- 


THE NEW DEPARTURE 


MFG. 


4700 for data 


CO., BRISTOL, CONN. 


Nothing Rolls like a Ball » No Other Form so Strong 


NEW DEPARTURE BALL BEARINGS 


PEDIGREED MATERIALS * CREATIVE ENGINEERING ¢ PRECISION MANUFACTURING 


major | 
as those having to do | 
while | 


| right: 


humans a 
|} chance to escape from daily rou- 
and the quiet gentleman of | 


for | 


| dealers 


| Cess, 


on 


r ) NY. POLICE DE 


PAIGN 


SAFETY CAM 


DIRECTING 


NEW YORK SAFETY. 


Studebaker and the New 


York City police department are co-operating in a 30-day drive for 
street traffic safety through educational means. The photo shows the 
three highest officials of the New York police department with one of 
the Studebaker units which is taking part in the campaign. Left to 


Police Commissioner Lewis J. Valentine, Deputy Commissioner 


Harold Fowler and Captain William M. Kent, commanding officer of 


the safety bureau. 


town. You or somebody else takes | 


half and half vodka and good 
old walnut brown sherry, mixing 
them with ice. First it is advis- 
able to pick a soft spot to fall 
when the whole world crashes. 


Automobile men are still fight- 
ing for a one-cent cut in the 
state gasoline tax and against the 
3erg bill, which is designed to 
prevent a truck or bus driver 
from staying at the wheel more 
than 10 consecutive hours. There’s 
a possibility that with the sup- 
port of the Republicans in the 
state 
gas tax 
three cents. The 
controlled assembly committee on 
taxation this week 
the extra-emergency cent-a-gallon 
tax which is included in Gov. 
Lehman’s tax 
coming fiscal year. 

The New 
fighting the 
have it licked. 


York City contingent 


The case against 
the bill was presented the other 
day at an Albany hearing by bus 
and department store representa- 
tives, and officials of automobile 
merchants’ and truck operators’ 
organizations 


Indian Observes 


30th Birthday 


SPRINGFIELD, Mass.—The In- 
dian Motorcycle Co., of this city, 
is this year celebrating the 35th 
anniversary of its founding, ac- 
cording to B. E. Acker, of the In- 
dian advertising department. The 
event was commemorated Feb. 22 
with an “Indian Day” held by 
throughout the world. 
Open house was observed and the 
new models were displayed. 


assembly they will get the| 
reduced from four to) 
Republican- | 





voted to kill} 


program for the} 


Zerg bill hope they | 


| middle west. 





| 


: | 
Despite the snow and other un-| 


favorable weather conditions, the 
dealer body reported that the 
celebration was a marked suc- 
Acker declares. 


Indian product that is 
widespread attention 


A new 
receiving 


from garage operators is the Dis- | 


patch Tow unit which is used as 
auxiliary equipment by both serv- 
ice stations and automotive houses 
both for delivery work and the 


| pickup and delivery of automo- 


biles to their customers. 


Reppert Retires 


MADISON, Wis.—B. B. Reppert, 
manager of the Madison branch of 
the International Harvester Co., has 
voluntarily retired after 38 years 
with the company. W. R. Ploetz, 
assistant manager here, 
named manager. Reppert, who has 
been with the company here for 
the past 17 years, was given a fare- 
well banquet by his employes. 


has been | 





Wichita Stages 
Biggest Power 
Show in Years 


WICHITA, Kan.—Record sales 
of road and farm machinery were 
reported by representatives of 
manufacturing firms as the 33rd 
annual Western Power Farm 
Equipment show and the South- 
west Road Show and _ School 
closed at Wichita recently. 


During the four days of the 
two expositions, officials in charge 
estimate 120,000 persons attended, 
a new all-time record. Visitors 
came from all points of the 
Machinery valued 
at $1,000,000, latest products of 
the nation’s major manufacturers 
was on display. 


G. C. Dunn, president of the 
Wichita Thresher and Tractor 
club, sponsor of the annual shows, 
stated that approximately $500,000 
worth of machinery went into the 
field as a result of the exposi- 
tions, eclipsing any of the previous 


| shows in the past 25 years. 


Dealers purchased most of the 
machinery from the manufac- 
turers and passed it on to 
farmers and officials in charge 
of highway work. Officials of 
major manufacturing concerns be- 
lieve 1936 will be the best buy- 
ing year since the start of the de- 
pression in 1930. Sales last year 
were good as compared with those 
of the past five, but now, dealers 
argue, farmers are forced to pur- 
chase new machinery, as the old 
will not stand repairs. Farmers’ 
income also is larger now than it 
has been for some time, it 
pointed out. 


Henry M. Vogel 
MILWAUKEE, Wis.—Henry M. 
Vogel, 57, a Nash Motors Co. dis- 
tributor, died Mar. 1 at the home 
of his sister here. He is survived 
by his wife, a son and a daughter, 
besides his sister 





is | 
| to be 





District Coriet 
Upholds Nevada 
Truck Statute 


LINCOLN, Neb.—The District 
Court here has found for the state 
and upheld the constitutionality 
of the state’s trucking regulation 
law passed in 1935, in the case 
brought against Governor R. L. 
Cochran and the state engineer 
by the Mack Transport Service, 
Inc., of Lincoln. The transport 
company has been operating trac- 
tor-semi-trailer combinations 39% 
feet over-all, whereas the new 
Nebraska law limits the length 
of such vehicles to 35 feet. 

The transport company, which 
is engaged in trucking new cars 
from Detroit and other automo- 
bile manufacturing centers to Ne- 
braska, contested the new law as 
confiscatory, contending it would 
be compelled to shorten its ve- 
hicles several feet to comply with 
the regulation, and the cost would 
be prohibitive. The truckers’ pe- 
tition said the law forced abro- 
gation of their interstate con- 
tracts, that it deprived them of 
property rights “without due 
process of law” and that subse- 
quent passage of a federal statute 
in conjunction with ICC control 
of interstate trucking had super- 
ceded the state’s law. Supersedeas 
bond was fixed at $100 by the dis- 
trict court in anticipation of an 
appeal. 


U.S. High Court 
Upholds W. Va. 
Chain Store Tax 


WASHINGTON. — The United 
States Supreme Court Monday 
upheld the West Virginia chain 
store tax as it applied to 568 au- 
thorized licensed filling stations 
of the Gulf Refining Co., although 
the stations were not owned by 
the company. 

The Supreme Court held that 
the questions involved in the suit 
were purely state questions with 
respect to the application of the 
statute to particular instances 
On examination of the record, no 
grounds for changing the District 
Court ruling were found. 

The decision also applies to the 
Ashland Refining Co., supplier of 
82 licensed filling stations. An 
authorized licensed dealer is one 
who owns the station, but who 
leases it to a company under an 
agreement that it will sell only 
the products of the leasing com- 
pany. 


Ford Will Build 


JACKSONVILLE. — Henry Ford 
will have a winter home built on 
the Ogeechee River at Richmond 
Bluff, Ga., according to reports. Ford 
has extensive holdings in Byran 
County, where the home is expected 
built. 


Name Bovey, Berwyn 


LINCOLN, Neb.—H. Bovey, of 
York, and M. Berwyn, of Fairbury, 
Neb., have been named to fill va- 
cancies caused by death on the board 
of directors of the Missouri Valley 
Automotive Parts Jobbers Assn. A 
meeting of the association was called 


and three brothers. | | | here for that purpose late last week. 





Begin Operations May Ist 


In Power 


ATCHISON, Kan. 
ments have been completed to 
begin operation of the first power 
alcohol plant in America here 
May 1, according to an announce- 
ment by Leo M. Christianson, con- 
sultant for the Chemical Founda- 
tion, Inc. 

The plant is designed to convert 
1,500,000 bushels of corn into alco- 
hol suitable for mixing with gaso- 
line for a motor fuel. 


Arrange-| It | 


Alcohol Plant 


It will be operated by an Atchi- 
son company, financed by a $100,- 
000 grant for capital equipment 
from the Chemical Foundation. 
The foundation will buy the alco- 
hol and will sell it to distributors. 
The Foundation advocates use of 
alcohol made from corn and other 
agricultural products in an alco- 
hol-gasoline blend for motor fuel. 
The plant will be the first large 
scale application of the idea. 
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Paint Process Thorough at Chevrolet As «sembly 


Baltimore Plant Boasts 


Modern Finish System 


| depending 


By Roy C. Sheeler, Technical Advisor, 
E. I. du Pont de Nemours & Co., Inc. 


Someone has said that we as a people are forever on the 
go, and that we are not in repose long enough at any time 


to catch up with ourselves. Much of this urge to be 


“up 


and at it” is directly traceable to the marvelous advances 


in the methods of locomotion available in this country. | 


One of the most common means for traveling is by auto- 


mobile. 


The modern car has become such a necessity in 


our restless eagerness to be going places that very few of 


us have any 
amazing ex 
co-ordination of effort that is 1 nec- 
essary in the assembling of this 
piece of machinery. 

Activities at the Baltimore 
Assembly plant of the Chevrolet 
Motor Co., completed about a year 
ago, are chnracteristic of the 
the automobile industry works. 

Plenty of Daylight 

The main building is one story, 
monitor type, steel and concrete 
construction. Plenty of light is 
let into the plant by windows face- 
ing north and south at each moni- 
tor. Very little artificial light is 
necessary, except where certain 
operations are carried on under- 
neath overhanging balconies. Here 
the efficient daylight effect is 
obtained through the use of the 
Cooper-Hewitt units. 

All the structural steel mem- 
bers, upper parts of steel columns, 
overhead pipe lines, etc., are all 
finished with easily cleaned, snow- 
white enamel. A finish of this 
type—synthetic in nature, but rep- 
resenting the very acme of an 
interior white surface-—was se- 
lected as befitting the character 
of the plant itself and contribu- 
ting its share in the efficient and 
speedy operation of the 
bling work. 

Many of the individual parts 
of the car or truck are delivered 
in an unfinished state. This in- 
cludes such items as_ fenders, 
wheels, brackets, and _ various 
other miscellaneous parts, These 


General Motors 
Nickel Plating 
Plant is Opened 


SYRACUSE, N. Y.—Reopening 
its Brown-Lipe-Chapin plant in 
Syracuse. General Motors Corp. 
has started production there of 
nickel-plated automobile parts and 
is employing an initial force of 
150 persons. The number of work- 
ers gradually will be increased as 
additional equipment is put into 
place and is expected to number 
between 400 and 600 during the 
spring and summer, and, it is said, 
will later be raised to at least 
1,000. 

The plant has 11.4 acres of floor 
space, only part of which is being 
utilized at the start. 


Formerly devoted to the manu- | 


facture of differential and bevel 


gears, the 
plant was 


acquired by General 


Motors in 1922 and was closed 10| 


years, the business being moved 
to Flint, Mich. During recent 
weeks a great deal of machinery 
has been installed to take care 
of the new lines of production. 


British Imports Up 
LONDON. British imports 
passenger cars during January 
taled 1,119 valued at £190,478, com- 
pared with 766 valued at £139,797 in 
the corresponding 1935 period. Total 
imports of passenger cars, commer- 
cial vehicles, chassis and parts in 
January were valued at £357,863 
against £249,390 in the previous cor 
responding period. 

Exports of passenger cars in Jan- 
uary totaled 3,453 
962, against 3,3: 
in January, 1935. Exports of pas- 
senger cars (new and second), com- 
mercial vehicles, chassis, engines and 
spare parts in January were valued 
at £1,010,996 against £900,299 in 
January, 1935. 


way 


assem- | 


Brown-Lipe-Chapin | 


of | 
to- | 


valued at £441,-| 
valued at £440,700 | 


conception of thee @ 


through a washing process, 
which includes a weak acid solu- 
tion. 
cess known as “chromodine.” 


is deposited which insures greater 
rust resistance and thereby in- 


| 
creases 


| manner. 


This is followed by a pro- | 
Dur- | 
ing this process a very fine film | 





the 
Fol- | 


go 


the durability of 
finishing coats which follow. 
lowing this process’. they 
through a drying oven on an over- 
head conveyor—the rate of speed | 
upon the _ production | 
A finish coat of black is 
by dipping in the same 
Great care is exercised 
to make sure no dust or dirt comes 
in contact with the finish. Air is 
taken in through filters and the 
oven is. perfectly clean. The 
finished articles pass out of the | 
oven for inspection and are placed | 
on racks for further assembling. 


desired. 
applied 


Pumps Never Stop 

Many cars, including fenders, | 
are finished today in colors other | 
than black, and for this purposes | 
a fully equipped paint room is 
necessary. Here the lacquers 
arrive in drums and are tumbled 
or revolved for 12 hours. They 
are then drawn out into electri- 
eally-driven, agitator - equipped 


HEN YOU swing open the door of a 


Velmo upholstered car, the light of 


appreciation gleams immediately in a custom- 


er's eye. The hand reaches out instinctively to 


stroke the beautiful mohair velvet pile. This 


is your cue to close a quick sale with a few 


salient facts. 


“Mohair velvet,” 


you should say, “is by far 


the best wearing upholstery known; that’s 


VELITTO 


MO'HAIR VELVET 


IA GOODALL 


SANFORD 


| at the spray gun. 


} use 


tanks, later pumped into other 
tanks where electrical pumps run 
24 hours daily—never stop. Pipe 
lines run from each tank to the 
spray booths where the lacquer 
is kept under constant pressure 
There are 
colors required. Any 

not needed for immediate 
is shut off by a valve, and 
it re-circulates back throug rh the 
line and into the tank 

Parts sprayed here 
a drying oven, are 
hooks, polished and 
later use. Wheels are similarly 
finished, using a synthetic resin 
finish sprayed on, passing through 
a drying oven for an hour, then 
striped and ready for use. Hood 
covers, when taken from the dry 
ing oven, are placed on a movins 
conveyor equipped with specially 
built racks, polished and stri 
as they move along. The stri, 
section passes under warm 
dryers, after which hinges 


lines of 


color 


through 
taken from 
racked for 


pass 


are 


seven | 


air | 


riveted on, 
Unfinished 
placed on the 
with a_ suitable 
and passed into a 
Here they are given 
and run into an oven. It takes 
15 minutes at 260 degrees F. to 
bake this coat They are then 
anded Then they are sprayed 
with a very elastic, synthetic 
resin finish in color, and passed 
through another oven for 465 
minutes for drying. Filtered air 
is brought into this oven and 
passed out the rear door. 
Years Proved Value 
| From the foregoing one can 
readily see why the finishes used 
today on various parts of cars 
ind trucks serve the purpose so 
well Years have proved the 
value of pyroxylin lacquers for 


and it is ready for use. 
truck bodies are 
conveyor, washed 
cleanser, dried, 
spray booth. 
a prime coat 


d| 1uto bodies. 


They are elastic, durable, and 
are built to meet the special needs 
| for which they are selected. 


why the railroads use it almost universally. 


It is easy to keep clean, never mats down, is 


kind to clothing, prevents the rub and shine 


caused by hard-surfaced fabrics. It is cool, for 


air can pass between the pile-fibres. You see 


how rich Velmo looks, yet you pay no more 


for a car with this added upholstery value.” 


Velmo stops them. It is a quick selling argu- 


ment for any car and any salesman. 


PROOUCT 


CHASE & COMPANY, INC 
selling division of Goodall-Sanford 
295 Fifth Avenue, New York 
Boston « Chicago « Detroit « San Francisco 
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Chicago Dealers Try New Ideas in Used Car Drive 


Feature $5 Down Payment 


And Money Back Privilege 


CHICAGO.—Unusual appeals to | 
the pocketbook and the factor of 
confidence in used car purchases 
are being utilized by 
new car dealers here, with Ford 
merchants taking the lead. The 
efforts are centered upon a de- 
termination to move used cars 
fast and reduce inventories ac- 
cordingly. 

Glenn E. Holmes, Inc., one of 
the oldest dealers in the Ford or- 
ganization, is featuring the $5 
down payment on all used cars 
selling under $300, with the fur- 
ther stipulation that no co-signers 
are necessary and that the pur- 
chaser may take 20 months in 
which to pay for automobiles in 
these classifications. 


Another Ford dealer, Mercan- 
tile Motors, stresses in its adver- 
tising the purchaser’s privilege of 
getting his money back within 
two days if not satisfied with the 
reconditioned or guaranteed used 
cars advertised. With such cars, 


franchised | 





it is further stated, goes a 90-day 


| in which to pay 


written guarantee, and 12 to 24 
months is specined as the period 
for the automo- 
bile. 


Vesely Bros., Ford dealer. goe: 
all others a step further by listing 
in detail the exact body ana 
mechanical points that are thor 
oughly gone over and made O.K 
before a reconditioned and guar- 
anteed used car is sold. Empha- 
sized are cleanness, tightness anc 
general efficiency. 

Under the caption of “body,” 
for instance, these requirements 
are taken care of: floor mats 
clean, glass O.K., hardwood O.K. 
metal perfect, paint good, plated 
parts bright, top in good condi- 
tion, and upholstery clean and 
perfect. The guarantee goes on 
to show just what is done to the 
brakes, chassis, clutch, engine, 
electrical system, radiator, 
axle, springs, steering and trans- 
mission before the car is released 
for delivery. 

The Vesely Bros.’ 


WHAT’LL IT BE? 


DOLLARS or DIRGES! 


You've just sold another brand 


new automobile. 


This car’s owner can shoot you 


in a lot of new customers, or steer 
a bunch of likely prospects to the 
dealer down the street. 


It all depends on how he reacts 


rear | 


merchandising | 


GULF OIL CORPORATION 


OF PENNSYLVANIA 


GULF REFINING COMPANY 


to his brand new car in the first 
thousand miles. Whether you rake 
in dollars or sing dirges depends 
upon whether the people you’ve 
sold begin to cheer or crab. 


To get an owner off to a singing 
start, many dealers do two things. 


First, fill the crankcase with 
Gulfpride oil. This phenomenal oil 
can do more to eliminate annoy- 
ing mechanical troubles than any 
other oil that ever went into a 
crankcase! It’s 100% Penn- 
sylvania, refined by the world’s 
most advanced refining process— 
Gulf’s exclusive Alchlor process. 
Gulfpride forms only one-fifth as 
much carbon as many of the most 
widely used motor oils. 


Pure 


Second, load the tank with Gulf 
No-Nox Ethyl, Aviation Grade Gas- 
oline. This marvelous fuel quickens 
acceleration, spurs a fast car to even 
greater feats of speed, unleashes 
every ounce of power there is be- 
neath the hood. 


Get the entire story. Fill out the 
coupon for complete information 
today. It will also bring you a free 
supply of Gulf’s interesting booklet, 
"15 Ways to Save Gasoline Money” 
—to pass out to your customers, 


GULF, 3800 Gulf Building, Pittsburgh, Pa. 


Gentlemen: 


and advertising program also pro- 
vides for no co-signers, two years 
to pay and “no red tape.” The 
two-day money-back guarantee 
applies, it is stated, to all recon- 
ditioned and guaranteed models 
of 1933, 1934 and 1935, as well as 
“a selected few of the 1931 and 
| 1932 models.” 

Equally remarkable is the Vesely 

Bros. policy of stating the year 
model on the purchaser’s invoice. 
This idea is just about unpre- 
cedented in used car merchan- 
dising annals. The firm also an- 
nounces that it guarantees clear 
title on its reconditioned and 
guaranteed used cars. 

Coming as a climax to the Ford 
dealer used car drive was a full 
page newspaper advertisement in 
color participated in by the entire 
Chicago organization and an- 
nouncing a special 10-days pre- 
| spring clearance sale. Featured 
are such points as a central clear- 
ing house for locating cars ad- 
| vertised, a 48-hour money back 
guarantee on any car priced over 
$200, as low as $2.50 a week, and 
| a million dollar stock of used 
cars in dealer establishments. 





MAIL THIS COUPON NOW! 


ADN-316 


Please send full information about your special plan 


for motor car distributors and dealers—also copies of 


Name 


your booklet, “15 Ways to Save Gasoline Money.” 





DISTRICT SALES OFFICES: 


oston New York Philadelphia Atlanta New Orleans 


Houston Pittsburgh Louisville Toledo | City State 


Address 








| Plans 





DONT BUF & 


USED .CAR , 


DONT BUY 
USED CAR 


PRI OM 


Collen ldgens Holor¢ 


THEY SELL THEN | 
00 CHEAP 


TWO STUDENTS picketed Salina, Kan. with these signs, got 
themselves hauled into the police station for picketing and immedi- 
ately produced a flood of phone calls and inquiries, but most of all did 
a swell advertising job for Goffe-Hudgens Motor Co., Pontiac dealers 


in Salina. Goffe and Hudgens are 


! 


N. Y. Meretennte 
Confident of 
Spring Upturn 


NEW YORK. With spring 
automotive selling season near, 
he members of Automobile 
Merchants Assn. of New York, 
Tne. voiced confidence in the con- 
tinued up-turn of business, at 
heir annual meeting Thursday. 
were made for the new 
fiscal year, which will be one of 
the most active in the associa- 
tion’s history. 

Predominant among the _ sub- 
jects discussed was the problem 
of highway safety. A resolution 
was passed endorsing the safety 
program recently announced by 
the Automobile Manufacturers 
Assn. Also, the attention of mem- 
bers was drawn to their responsi- 
bility in training salesmen to pro- 
mote public interest in safer 
driving. 

In co-operation with Harold 
Fowler, deputy police commis- 
sioner, the association is working 
on a plan to enlist the aid of 
salesmen in this work and all 
members are receiving periodic 
bulletins advising of progress} 
made. 

At the meeting the following 
were elected to represent dealer | 
members on the board of direc- | 
tors for three years: 

W. L. Colt, president, 








Dodge | 


| Eastman, 


seen here with the signs. 


New York, Inc.; L. J. 
president, Packard 
Motor Car Co. of N. Y.; E. W. 


Motors 


| Headington, president, Stutz New 


York Co., Inc.; Walter McCarthy, 
manager, Ford Motor Sales Co.; 
W. D. Stewart, president, Chrys- 
ler New York Co., Inc. 


Elected for a term of one year, 
were the following representatives 
of allied dealer members: 


E. E. Bates. president, Bates 
Chevrolet Co., Inc.; C. M. Bishop, 
secretary and general manager, 
Bishop, McCormick & Bishop; E. 
V. Derks, president, Derks Buick 
Co., Inc.; L. F. Jacod, president, L. 
F. Jacod & Co.; H. L. Spitzer, 
president, Richmond County Gar- 
age Co. 


Car, Parts Exports Up 
41% in Canada in Jan. 

WASHINGTON. Canada re- 
corded a jump of 41 per cent in 
motor vehicle and parts exports 
between December and January 
last, the Commerce Department 
discloses. January shipments were 
valued at $2,641 271, against $1,- 
869,498 in the preceding month. 
The increase from January, 1935, 
was 272 per cent. 

Shipment of passenger cars in- 
creased from 3639 units, valued at 
$1 029,455, in December, 1935, to 
5,143, valued at $1,812,999 in Jan- 
uary while trucks declined from 
1,876 units, valued at $582 565, to 
1,464, valued at $491, 945. 


Florida Used Car Law 
Requires Surety Bond 


MIAMI. The Florida used 
car anti-dumping law, recently 
upheld by the Florida Supreme 
Court, contains several points 
with which dealers who might 
ship or drive used cars into the 
state should first become well 
acquainted. 

Briefly, the law required that 
out-of-state used cars offered for 
sale in Florida must be registered 
with the motor vehicle commis- 
sioner and that a surety bond for 
the value of the car or $1,000 be 
filed with the state. The bill was 
designed to prevent the dumping 
in Florida of used cars from other 
states, a practice which had 


| reached a point of demoralizing 
| the Florida market. 


for violatjon are a 
or both 

that if 
hout full 


Penalties 
fine or imprisonmen 
with a further provi 
the used car is sold 


| compliance with the law, no re- 
| covery of any unpaid balance may 
| be sued for in Florida courts. 


The Florida Supreme Court 
unanimously decided the law con- 
stitutional. 


|} and 





Commenting on the court’s de- 
cision, Claude Nolan, president 
of the Florida Automobile Dealers 
Assn. stated: 

“It is a great victory for the 
buying public and also for Florida 
motor car dealers, as the law pro- 
vides that used cars traded in on 
new or other used cars are ex- 
empt from the provisions of the 
statute. Thousands of used cars 
were dumped into the Florida 
markets, seriously affecting the 
trade-in values of Florida owners 
crippling the business of 
legitimate dealers. In order to im- 
port into Florida used cars to be 
sold, the several provisions of the 
law must be carried out, among, 
which is the registering of the 
automobile with the state and the 
furnishing of a surety bond to the 
governor in the amount of the 
sales price of the used car or 
$1,000, which bond runs for an 
undetermined length of time to 
protect the purchaser against any 
misrepresentation of the car, title, 
or mechanical condition. 
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Says Cars Are Safe If in Good Condition 


Dean A. Fales Declares 
Drivers Must Be Improved 


NEW YORK.—“Any vehicle in 
good condition can be considered 


safe if handled by a driver who | 


knows the capabilities and limi- 
tations of the vehicle and acts 


accordingly,” Dean A. Fales, as- | 


sociate professor of automotive 
engineering at M. I. T., Cam- 
bridge, declares. He spoke re- 
cently at a meeting of the Greater 
New York Safety Conference. 
His topic was: 
Automobile Be Built?” 

“Many of the new cars are so 
much faster and smoother than 
the older ones that the driver is 
deceived as to his speed,” he con- 
tinued. “When he meets an 
emergency both he and the ve- 
hicle are unable to cope with it. 
Yet the cars are structurally 
safe. 

Cross Winds Harmful 

“Many accidents are caused by 
the driver ‘over-correcting’ his 
control. This may be aggravated 
by poor weight distribution of 
vehicle, sluggish steering, faulty 
braking or fatigue on the part of 
the driver. Some light coupes 
and runabouts can reach speeds 
at which they become direction- 
ally unstable and tend to wander 
on the road. The slightest bump 
or cross wind can throw them out 
of control. 

“No car can be driven safely at 
high speeds in gusty cross winds. 
Reserve power is a safety factor 
if properly and intelligently used. 
It enables quick passing, quick 
acceleration and gives the opera- 
tor better control of the vehicle. 
Few drivers drive with their eye 
on the speedometer. Their atten- 
tion is taken up by the road and 
traffic. 

Governors Dangerous 

“The proposal to govern all cars 
so that they cannot exceed 50 
miles an hour is dangerous. Some 
operators would tamper with gov- 
ernors. Others endeavoring to 
pass a car whose driver did not 
want to be passed, would find 
themselves traveling at the same 
speed as the other car. These 
drivers side by side would be 





Motor Displays 
To Feature Big 
Detroit Exhibit 


DETROIT.—Ford Motor Co., the 
Chrysler Corp. and the Stout En- 
gineering Laboratories with their 
new Stout Scarab streamlined car, 
will be represented at the Detroit 
and Michigan Exposition which 
opened here in Convention Hall 
Mar. 6. The exposition will run 
until Mar. 15. 

The Ford exhibit will feature 
the Ford Trade School and boys 
from the school will be on hand 
to operate various pieces of com- 
plex shop machinery. A model 
soy bean processing plant will 
also be on hand while finished 
products will be represented by 
models of Ford, Lincoln and Lin- 
coln-Zephyr cars. 

In the Chrysler Corp. exhibit 
engineers will display the won- 
derlands of science and show the 
latest developments in air-condi- 
tioning. Eggs will be fried in ice 
and other miracles will be per- 
formed in the “House of Magic” 
which is designed to present 
graphically and dramatically the 
steps which go to make up the 
modern motor car. 

For the first time, the Stout 
Scarab car will go on public dis- 
play. With its engine in the rear, 
unusual arrangement of interior 
space and lack of running boards, 
the Scarab is expected to provoke 
a great deal of interest during the 
exposition. 

The exposition is staged an- 
nually under the auspices of the 
Detroit Convention and Tourist 
Bureau. 


“Can a Safer | 





more engrossed in each other 
than in other traffic, which would 
be hazardous. 

“If governors were adopted it 
would be wise to govern each car 


to its safe maximum speed. Some | 


older cars become unmanageable 
at 50 miles an hour while a few 


| of the newer cars can almost 


double that speed in comparative 
safety. It would be better to 
apply governors to drivers than 
to vehicles. 


“An idea that has merit would 
be to build a switch into the 
speedometer that can be set to 
sound a buzzer at any predeter- 
mined speed. This warns the 
driver when that speed has been 





reached but in no way interferes 
with control of the vehicle.” 

Fales stated that drivers should 
be alert always and avoid fatigue 
when possible. He explained the 
need for more comfortable seats; 
controls in convenient, natural 
positions; better vision; proper 
heating and ventilation; no 
noying vibrations; eyes protected 
from reflections and glare. 
which may be a mere annoyance 
on a short ride often becomes a 
major hazard on a long trip, he 
said. 

Discusses Body Design 

Next, he spoke of body designs, 
pointing out that long hoods pre- 
vent proper traffic vision, and 
high traffic lights are not visible 
always from some cars. He sug- 
gested an outside mounted mirror 
as well as the rear view mirror 
inside, so that overtaking cars 
would be more plainly visible. 


an- | 


That | 





iim ma 


OLDSMOBILE ENGINEERS have developed a special antenna for 
police cars. One of the first cars to be equipped with this new antenn4 
was that of Captain Lawrence Lyon, Michigan State Police. Captain 
Lyon (on the running board) is shown explaining the advantages of 
the antenna to Donald M. Cobb. 








Time payments available through our own Y.M.A.C. 6% plan 
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Sewer Monthly Payments Scored by NADA 


Believe Long, Lo Low Terms 


May Prove Boomerang 


ST. LOUIS. — The automobile 
retailing trade is faced with a 
new problem in the recently an- 
nounced long-term new car pay- 
ment plans, according to the Na- 
tional Automobile Dealers Assn. 
The association reports consider- 
able correspondence from dealers 
regarding the innovation. 

“Will this low monthly payment 
plan prove a boomerang?” the 
current issue of NADA’s monthly 
bulletin to the trade asks. The 
plan was designed to stimulate 
new car sales, it is stated, but the 
ultimate result may be heavy los- 
ses for dealers. 

The situation 
part as follows: 

“Sales of new automobiles de- 


is reviewed in 





pend upon the ability of dealers 
to market used cars taken in 
trade as part payment on the new 
models. The market is primarily 
a replacement one and presents 
the real hazard in this situation. 

“It is pointed out that present 
used car stocks are about 35 per 
cent above normal due to the 
early introduction of new cars 
and the heavy new car sales in 
the closing months of 1935. Deal- 
ers generally are reported to be 
experiencing the fact that their 
working capital is tied up in used 
car stocks at this time when it is 
needed for the restocking of new 
cars in preparation for the spring 
demand. 

“The new plan is called a ‘lure’ 


Be ready for 


LAMP 
INSPECTION 
WEEK 


MARCH 
24 to 31 


Use this new G. E. 
Lighting S ervice Kit to sell 
more G. E. Mazpa Lamps 


® Use the Lighting Kit to help give your custo- 
mers 40% to 130% more light. Order yours now. 
Be ready for the nation-wide Lamp Inspection 
Week ... the last week in March from the 24th 


to the 3lst. 


Each G. E. Lighting Service Kit contains all the 
necessary material for cleaning reflectors and 
lenses. It consists of a sturdy metal box contain- 
ing a special short screw driver for the hard-to- 


get-at side screws, a can of reflector cleaner and 


a large supply of cleaning cotton. The box has 


FOR 


AUTOMOBILES 


that results in the additional 
overstocking of used cars without 
providing the dealer with any ad- 
vantage in marketing the surplus 
merchandise,” it is asserted. 
This “lure” of low payments, 
according to the NADA Bulletin, 
is tending to cause the buyer, who 
normally would purchase a used 
car, to take a new model instead. 


Many thorough surveys, the 
statement adds, show that there 
are twice as many used cars on 
the market as there are new ones. 
Another angle shown is that the 
new car buyer in the past has not 
complained about finance rates 
that formerly existed. 

“In view of the conditions,” the 
bulletin states, “it now appears 
that the move was short-sighted 
inasmuch as it failed to take into 
consideration the reaction of the 
used car buyer. If, instead of 


lightening the burden on the new 
car buyer, such attention had 
been concentrated on making 
more attractive that portion of 
the dealer’s business which con- 
stitutes over two-thirds of the 
units handled by him, the used 
cars, the effect would have been 
to stimulate sales in this field 
and would have resulted in auto- 
matically opening the channels of 
trade so that the dealer could 
have disposed of more new cars.” 


Purcel O. Seiser 


FAIRFIELD, Conn. — Purcel O. 
Seiser, 44, superintendent of the 
Aluminum Co. of America plant here, 
died here recently of a heart attack. 
Born in Bucyrus, O., he was superin- 
tendent of the Aluminum company 
plant in Cleveland, O., for two years 
before coming to Fairfield. His 
widow, his mother and three sisters 
survive. 


The new G. E. Lighting Service Kit is complete, com- 
pact, easy to use, and inexpensive. It will help you 


sell more G. E. 


MAZDA Auio Lamps than ever before. 


a shelf for holding popular types of lamps for 


replacements. 


With each kit is a special Lamp Inspection Week 
streamer, a lapel button, and a supply of folders 
explaining the “whys and wherefores” of safe 


night driving to give to your customers. Price 
complete .,.45c. Order yours today from your 


distributor’s 


salesman. General Electric Com- 


pany, Dept. 166, Nela Park, Cleveland, Ohio. 


MAZDA LAMPS 


FLASHLIGHT ° 


RADIO 


GENERAL @ ELECTRIC 


DIAL 


| of merchandise. It 


its statement of conclusions, 
not justified on account of differ- 








‘Must Hate Same 


Price for All,’ FTC 


Informs Goodyear 


(Continued from Page 1) 
Goodyear company to “take into 
account and make due allowance, 
and only due allowance, for dif- 
ferences in the cost of transporta- 
tion and selling tires to individual 
tire dealers on the one hand and 
Sears, Roebuck & Co. on the 
other.” The order concludes by 
stating that nothing therein “shall 
restrict the respondent’s liberty to 
remove the discrimination either 
by increasing its price to Sears, 
Roebuck & Co., or by lowering its 
price to its other customers.” 

The order was made public as 
several hundred independent mer- 
chants, continuing a two-day 
meeting here, concentrated on 
calls on congressmen to urge 
more specific laws to make illegal 
the practices of which Goodyear 
was accused. 

The order directs Goodyear to 
file with the commission within 
30 days from notice thereof, a 
report in writing stating in detail 
the manner in which the order 
will be “complied with and con- 
formed to.” 

P. W. Litchfield, president of 
Goodyear, announcing appeal, 
argued that “on practically every 
line of merchandise, large dis- 
tributors, department stores and 
others are having special brand 
goods produced for them at quan- 
tity discounts by independent 
manufacturers.” 

Declaring that “this practice 
itself is on trial, not Goodyear,” 
he added: “Low-cost manufac- 
turers, working in combination 
with low-cost distributors, have 
brought low prices in many lines 
seems in- 
congruous that a government, 
professing to stand for the masses 
of consumers, should undertake 


| to block such an arrangement.” 


The price discrimination found 
to exist, said the commission in 
“was 
in the grade, 


ences quality or 


| quantity of the commodity sold, 


or by difference in the cost of 
selling or transportation, or by 


| good faith to meet competition, 


and it had the effect of substan- 
tially lessening competition and 
tending to create a ate a monopoly.” 


NADA Reports on 


Dealers’ Status 
In New Survey 


(Continued from Page 1) 
whose influence might be brought 
to bear in correcting the situa- 
tion. 

In its report the NADA charges 
that these 1,058 dealers in 1934 
sold 193,909 and suffered a net 
loss of $3,577,851 by so doing. 
The NADA further charges that 
the profit possibilities have not 
improved. 

For years, says the _ report, 
NADA has advocated the mini- 
mum net profit to retail sales 
volume should be 5 per cent. Tak- 
ing this minimum as a basis, it 
points out, the profit possibilities 
for these dealers was $8,083,903. 
The publication of this report, 
says NADA, is expected to result 
in a widespread demand on the 
part of dealers that manufactur- 
ers give more liberal considera- 
tion to the retailing trade. 


Duckworth Moved 


MEMPHIS, Tenn.—W. F. Duck- 
worth, manager of Memphis branch 
Ford Motor Co. was. transferred 
Feb. 28 to the Ford branch in Nor- 
folk, Va., and left same day for his 
new duties. He was given a farewell 
party by the department heads at 
an uptown hotel. His successor 
here has not been appointed. E. L. 
Hicks, assistant branch manager 
will remain in Memphis. Duckworth 
has been manager of the Memphis 
branch for two years and under his 
direction the assembly branch was 
re-opened here March, 1935. 
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Break in Weather Brings New, Used Car Boost 


Inquiring Reporter Finds 
Spring Outlook Favorable 


(Continued from Page 4) 


splendidly. We have the used car 
situation well under control. To- 
day our used car inventory is 
lower than at any time in the 
past seven months. Business in 
new as well as used cars this 
month will more than double 
February figures. The liquidation 
of used car surplus is ended for 
various dealers in the New York 
area, and with the buying season 
improving customers will find 
steadily increasing prices. As June 
approaches and veterans get into 
the market, greatly increasing 
the demand, noticeably higher 
prices are in prospect.” 


** + x 


Walter H. Caswell, partner, Cas- 
well Motor Co., Ford, New York: 
“Frankly, I have not seen a bit 
of improvement in business, ex- 
cept today, the sun shining and 
the temperature around 50 de- 
grees, the last 35 days both new 
and used car business has been 
very bad. The bidding on used 
ears for trade-ins is very severe. 
The outlook for this month is 
fair, but I don’t expect any great 
rush of buying. People seem to 
have become pretty well chilled 
by the prolonged cold weather, 
and they seem to be putting off 
buying as if expecting more snow, 
ice and low temperatures.” 


* * * 


Meyer Lasker, secretary, 
Motors, Plymouth and Dodge, 
New York: “The improvement in 
the weather has brought an im- 


provement in sales of new cars | 
and used cars. The March outlook 


is very encouraging so far as 
volume is concerned. As _ for 


profits, that is a question, for very | 


sharp trading practices have not 
been eliminated. Many dealers 
suffered from a lack of volume in 
February, 


volume by giving up some of their 


profits. Trading meanwhile is out | 
of line, and how long it will con- 


tinue so is problematic.” 


* * * 


Fred S. Sidles, 
Inc., Buick, Pontiac, Cadillac, La- 
Salle, Lincoln, Neb.: “Milder 
weather has made a _ decided 
change for the better in both new 
and used car sales. The March 


outlook is good with volume cer- | 
im- | 


tain to show considerable 
provement. Profits are more prob- 
lematical but by close trading we 
expect to experience a _ fair 
margin of profit. Used car allow- 


ances are too high for profitable | 
business from the dealers stand- 


point. Although the used car 
business for March and following 
spring months is extremely good, 
there is too much competition 
between dealers on trade-ins and 
it appears that this condition will 
continue to plague automobile re- 
tailers for some time to come. As 
a rule used car selling prices are 
down. This means that in order 
to show a profit for our business 
as a whole we are going to have 
to take used cars in right on 
trade-ins. That is our policy for 


this year.” 
~ * * 


F. A. Roehl, Roehl-Nash Co., 
Nash and Lafayette, Lincoln, 
Neb.: “The break in the weather 
has helped both used and new 
car sales considerably. Bad roads 
are still tying up transportation 
however, and a much greater in- 
crease in business is anticipated 
when traffic is moving normally 
again. The habit of buyers of 
waiting until Apr. 1 to purchase 
cars in an attempt to avoid tax 
the assessors, hampers March 
sales in this locality. For many 


Mab | 


and now they are try- | 
ing to obtain some of this lost | 





Sidles Motors, | 





years people have let the assessor 
assess their old car in March and 
then traded in for a new or bet- 
ter car. Neighboring states have 
not had this March handicap. It 
so happens that this year in Ne- 
braska cars will be assessed up 
until July 1. While most motorists 
do not know this, we hesitate to 
inform them correctly for fear 
they will wait until July 1 before 
buying. Used car allowances are 
generally higher than last year 
with dealers bidding to beat com- 
petitors. Selling prices are as high 
as they should be but with deal- 
ers allowing more than trade-ins 
are worth. The situation resolves 
itself into a necessity for careful 
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{aa on part of dealer. Our 
policy is to make fewer deals, 
if necessary, with greater profits. 
Used light cars, if clean, are 
bringing better prices this year. 
Perhaps we could handle more 


such jobs if we had them. The | 
| concerned. 


pending payment of the veterans 
bonus is apparently influencing 
the light used car market. 
larger cars we are watching our 
allowances very closely as big 
cars are going to be harder this 
year to sell than ever.” 


* * * 


Lew Polisy, Lincoln Motor Co., 
Oldsmobile, Lincoln, Neb.: “There 
is a complete change for better 
since the cold wave has broken. 
Spring sales prospect are better 
than for many years with an un- 
usually large number of persons 
shopping for cars both new and 
used. We expect good business in 
March both from a volume and 


Announcing 


On | 





profit standpoint. Already sales in 
March are three times better than 
the corresponding period in Feb- 
ruary. Allowances are higher on 
used cars with highly competitive 
bidding among dealers. Selling 
prices are lower so far as we are 
Profits will 
largely on how closely we handle 
trade-ins. We can go overboard 


without harm most of the time on | 


clean, light, used cars, but not on 
the big, slow-moving jobs.” 


* * * 


Ed O’Shea, O’Shea-Rogers Mo- 
tor Co., Ford and Lincoln, Lin- 
coln, Neb.: “We went along in 
fine style during the bad weather, 
so the recent improvement in 
weather has not meant such a 
big increase in sales although 
business is picking up. Year ago 
this month we had our biggest 
month of the year and March, 
1936 will have to hump to equal 


depend | 
| factory the colors and models our 





it, but we expect as much or 
more business this March despite 
the earlier showing of new 
models. Things are looking awfully 
good this year for sales volume 
and 1936 is certain to be an auto- 


| mobile year in Nebraska. We are 


having a hard time getting from 


customers want in new cars, and 
sales of both used and new are 
considerably better than last 
year. Used car allowances are too 
high and the dealers are worse off 
in this respect than last year 
when the code was in effect. Sell- 
ing prices have held up remark- 
ably well but I don’t see how they 
can stay up much longer in view 
of the greater value, compara- 
tively, in new cars. I look for a 
drop of at least 20 per cent in 
used car selling prices in the near 


| future and we are trying to keep 


from getting loaded up too heav- 
ily on this account.” 


... Our New Electric Furnace Iron 


With the completion of 
our new Electric Furnace Division—the 
first large electrically equipped jobbing 
foundry unit in this territory—we are 
ready to present to the trade Lektrokast, 
our new electric furnace iron. 

Lektrokast— with the material we are 
putting into it and the tempera- 
ture at which it is melted—is, 
without exaggeration, the finest 
and most thoroughly refined 
gray iron that can be produced. 
Its advantages in finer grain, 
closer texture, and higher tensile 


strength make it fill a place by itself in 
the highest type of die construction. 


With 


the extensive additional 


equipment that we have installed to 
take care of the demand for this new 
Lektrokast, we. are now able to produce 
entirely from this superior metal even 

the largest castings used in this 


district. 


A phone call will bring one 
of our representatives to discuss 
with you the many ways in 
which Lektrokast will help with 
your die construction problem. 


DRY COMPANY 
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West Is Again Seen As Big Automobile Outlets 


JN ebraskans Prep pare for 


Better Crop, Dairy Prices 
Bring 74% Minnesota Gain 


MINNEAPOLIS, Minn.—Im- 
proved crop conditions and in- 
creased dairy prices were given 


as responsible factors in a yearly | 


gain of 74 per cent in passenger 
automobile sales in Minnesota 
last year. 

Zone managers in Minneapolis 
for various automobile manu- 
facturers were enthusiastic over 
tables published this week show- 
ing an average upswing of 43.65 
per cent throughout the United 
States. 

Eleven States Gain 60% 

With Minnesota ranking sixth 
in increased automobile sales of 
the passenger class, 11 states, in- 
cluding north central states and 
California and Oregon, showed a 
rise of more than 60 per cent. 


Since economists have long con- 
sidered transportation facilities as 
one of the outstanding markers 
of financial status, a rise in auto- 
mobile sales is generally indica- 
tive of improvement in business 
conditions. The influence of an 
improved farm situation on the 
automobile trade was seen to be 
definitely pronounced since _ in- 
creases in the trade were notice- 
able only in farming areas. Al- 
though there was but a slight in- 
crease in some southern states, 
among them Alabama, Georgia 
and South Carolina, a rise was 
felt in these states during the 


| previous year when federal legis- 
lation appreciably aided cotton 
crops. 
Aided by Dairy Prices 

Henry G. Krell, zone manager 
in Minneapolis for Buick, attrib- 
uted the rise entirely to the re- 
stricted “boom” in agriculture. 


rise in dairy prices has caused 
stepped-up automobile buying in 
Minnesota,” Krell said. “In addi- 
tion the improved general crop 
situation has made it easier for 
the farmers to afford passenger 
automobiles.” 

The agricultural improvement 
and added government relief 
funds were named by Otto E. 
Nonn, zone manager for Chev- 
rolet in Minneapolis as important 
factors in the rise. 


” 


Farm Areas Strong 


“That the farming situation is 
chiefly responsible for this in- 
crease is evident,” he declared, “is 
the fact that in my zone, which 
includes Minneapolis and St. Paul, 
proportionate increase in the 
farming areas were far above 
those in Minneapolis and St. 
Paul.” 

Highest in percentages increase 
for 1935 was South Dakota with 
a rise of 88 per cent over the 





previous year. 





Curtice is Enthusiastic 


Over Outlook for S pring 


(Continued from Page 1) 


money went for coal, more for 
food, more for clothing, steel, new 
building construction and homes, 
even though less went for auto- 
mobiles, 


“For this important reason, I 
am optimistic as to the picture 
ahead. The country is spending. 
That is the main thing.” 

Curtice announced that through 
February the company has pro- 
duced 89,390 of the 1936 model 
cars and that production for 
March has been stepped up 3,000 
units. 

Hufstader, just returned from 
a several weeks’ sales trip through 
the east, south and west, said 


H. H. Curtice 


that he returned with more con- 
fidence as to the immediate sales 
future than for many years past. 
“I don’t see how we can have 
anything but an excellent automo- 
bile business this spring,” he de- 
clared. 

“Up to Feb. 20 we had sold at 
retail 55,479 of the 1936 model 
Buick cars and we go into our 
large selling season with our 
dealers in fine shape and deter- 
mined to get a large share of the 


business. With our fast-selling 
40 line we now have a group of 
cars that fits the pocketbook of 
a large percentage of the public. 


“The used car picture is good 
and inasmuch as used cars find 
an excellent market among in- 
dustrial workers, the pick-up in 
industry recently has helped. As 
dealers realize their used car 
sales are definitely a vital part of 
their business and should be 
handled in a business-like way, 
the problem becomes simple. 


“Our dealers report that their 
business picked up rapidly within 
the last 10 days. Our wholesale 
business also has shown a sub- 
stantial gain.” 


Buick shipments at export 
through February totaled 6,446 
cars as compared with 3,042 of 
the 1935 model during the corres- 
ponding period of the previous 
model year. Canadian shipments 





not considered in the export totals 
amounted to about 3,500 cars as 
compared with 5,360 for the 1934- 
1935 model years combined. 


Sonneborn Named 


CLEVELAND. — Appointment of 
R. H. Sonneborn as special sales rep- 
resentative of the tubular division, 
Republic Steel Corp., has been an- 
nounced. Sonneborn, whose appoint- 
ment takes effect immediately, will 
have headquarters in the Republic 
Building, in this city. 


“There is no doubt but that the | 

















YES, IT IS! Chris Sinsabaugh, 
editor of ADN, stepped off an air- 
plane at Fort Worth, Tex., and 
went native. He stepped right into 
a pair of Fort Worth-made cow- 
boy boots, a 10-gallon hat, a silk 
bandana and a modest shirt, and 
looked right down the barrel of a 
camera without a tremor. Amon 
G. Carter, publisher of The Fort 
Worth Star Telegram, entertained 
him. All Fort Worth dealers were 
there. 





Business Experts 


Are Doubled At 
Chevrolet Plant 


DETROIT.—As another aid to 
dealers in the management of 
their business, Chevrolet is doubl- 
ing the size of its business man- 
agement department. This week 
it is training 23 men, the second 
group of accountants who are be- 
ing added to the central office 
personnel to function as a new 
dealer accounting section of the 
business management department. 


The school is being conducted 
by E. J. Hogan, manager of the 
business management department 
under the supervision of W. E. 
Holler, vice-president and general 
sales manager. 


At the conclusion of their train- 
ing the members of the new sec- 
tion will undertake their work in 
the field. Operating directly un- 
der the central office, independ- 
ently of the regional or zone or- 
ganization, they will give the 
dealers the benefit of their broad 
experience in accounting, finance 
and management as they have 
been taught to apply it in a spe- 
cialized way to the merchandising 
of automobiles during their train- 
ing period. This service will be 
available to the dealer entirely 
without charge, Hogan added. 


“The activity in question,” said 
Hogan, “has previously been con- 
ducted as a consolidated activity. 
Chevrolet will henceforth handle 
it individually, and the present 
course of training is Chevrolet’s 
preliminary step in that direc- 
tion.” 
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Vigorous Spring Boom 


LINCOLN, Neb. — New opti- 
|mism is discernible among Ne- 
| braska dealers for spring sales in 
view of unusually good weather 
conditions and crop prospects as 
of early March. The University of 


pectus predicting the demand for 
|farm products in the United 
States will be greater in 1936 than 
it was last year, and stating that 
“it now appears probable that the 
trend of industrial activity and 
of consumer buying power will 
continue upward during the next 
year and probably longer.” 

The report says the outlook for 
1936 is for continued increase in 
cash farm income, with the great- 
est percentage of increase in buy- 
ing power centering upon those 
sections of the state hurt worst 
by the drouth of 1934 and un- 
favorable weather conditions for 
crops in 1935—namely the South 
Platte region covering nearly half 
of the state. This improvement 
will react favorably to automobile, 
truck and other retail sales, the 
university authorities say. 


Money Loosening 

Considerable loosening of money 
and increase in new car and truck 
sales is evident since federal au- 
thorities at Washington threw 
into gear the machinery to speed 
checks totaling approximately 
$14,000,000 to 124,000 Nebraska 
farmers who fulfilled their con- 
tracts with the government be- 
fore the AAA was invalidated by 
the United States Supreme court. 
Some of these payments have al- 
ready been made. 

Another trend that has encour- 
aged automobile dealers in the 
cornhusker state is the increased 





| livestock value of the state, which 


went up more than $97,000,000 last 
year over 1934 and continues to 
rise in 1936. According to A. E. 
Anderson, state and federal] stat- 
istician at Lincoln, the 1936 valu- 
ation of livestock is $219,065,000 
as compared with $122,045,000 last 
year, an increase of 79 per cent. 
The increase in value is signifi- 
cant to Nebraska automobile 
dealers because 70 per cent of the 
income of farms is derived from 
livestock and its products, and 
Nebraska is predominately agri- 
cultural. 


Farm Prices Up 

The general price level of agri- 
cultural commodities last month 
was 109 per cent of the prewar 
average, compared to 107 per cent 
at the same time a year ago. 
The index of farm purchasing 
power was 89 per cent of the 
prewar average compared to 85 
per cent a year ago. 

Persons who have not filed in- 
come tax returns for years or 
who never filed them are calling 
for blanks this year, Internal 
Revenue Collector O’Malley de- 


Nebraska has prepared a pros- | 








clares, and he expects at least a 
half million dollar increase over 


| last year’s collections which to- 


taled $3,900,000, high for the past 
four years. 

Jobbers of automotive parts and 
supplies here are also optimistic 
over spring prospects. It looks as 
if the sale of parts this spring 
will be the highest in five years, 
while garage equipment is ex- 
pected to show a sizeable increase 
in sales. 


H. L. Bill Joins Bendix 
Aviation Corp. Staff 


SOUTH BEND, Ind. An- 
nouncement of the addition to the 
executive staff of the Bendix 

Aviation Corp. 
of Harry L. 
Bill, has been 
made by Vin- 
cent Bendix. Bill 
has already join- 
ed the Bendix 
group of execu- 
tives and for 
the time being 
will make his 
headquarters at 
; = the Pioneer In- 

H. L. Bill strument Co., 
Inc., Brooklyn, N. Y. 

Bill is a veteran of 20 years of 
automotive merchandising, manu- 
facturing, management and fi- 
nancing. 

For the past 13 years, Bill has 
been vice-president and general 
manager of the Owen Dyneto 
company of Syracuse, N. Y., 
manufacturers of automotive elec- 
trical equipment. 


Twelve Goodrich Men 
Are Given Cash Awards 


AKRON. — Twelve members of 
the field organization of the B. F. 
Goodrich Co. have just been pre- 
sented cash awards for sugges- 
tions on conduct of the company’s 
business. They are: 

J. E. Duffy, New York City (two 
awards); J. A. Broom, Miami; Irl 
R. Barker, Nashville; J. N. Davis, 
Milwaukee; Don Feece, South 
Bend; Clarence D. Gutknecht, 
Cincinnati; J. J. Prodoehl, Balti- 
more; Maude Sewell, Atlanta; T. 
J. Wakely, Akron; R. J. Kinaman, 
Oklahoma City; F. J. McCammon, 
San Francisco, and P. G. Reed, 
San Bernardino, Calif. 


Terraplane Wins Classic 
DETROIT.—South America’s 


great road race, the Gran Premio 
International with 113 entries of 
European, and American cars, has 
been captured by Paul Riganti in 
the only 1936 Terraplane entered. A 
cablegram to this effect has just 
been received by Allen Germann, 
Hudson export manager. 

The course is 5,000 miles long and 
traverses both Argentina and Chile. 
It includes two crossings of the 
Andes mountains. 


NEW PASSENGER CAR REGISTRATIONS 


Polk & Co. with exception of New Jersey, supplied by New Jersey Motor List Co., 
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clared that “the MEWA has not 
assumed to speak for other or- 
ganizations; the MEWA believes 
other organizations have no right 
to speak for this association nor 
to attempt to interpret the con- 
ditions upon which the MEWA 
position is based.” 

The decision to hold its own 
show, according to the MEWA, 
“results from failure to arrive 
at agreement with other organi- 
zations on principles deemed vital 
to the conduct of a show in such 
manner as to serve the interests 
of jobbers and manufacturers dis- 
tributing through jobbers. 

“The MEWA has had minority 
representation on the committee 
throughout the entire period of 
the joint show. This has worked 
to the disadvantage of the asso- 
ciation and its members, but was 
reluctantly assented to simply for 
the sake of harmony as long as 
what might be termed inter-asso- 
ciation relationships were con- 
cerned,” Ruark said. 

MEWA Is Puzzled 

“But the situation is now entire- 
ly different,” Ruark went on. 
“The MEWA has received sup- 
port for its position on the mat- 
ter of equal representation from 
an unexpected quarter. We are 
informed by the manager of one 
of the other associations that 
those organizations have agreed, 


should they hold a _ two-associa- | 


tion joint show, each will have 
an equal number of representa- 
tives on the committee. 


“This agreement is the best pos- | 
sible endorsement of the fairness | 


of the principle of equal repre- 
sentation on the committee, 
contended by the MEWA. This 
association is utterly at a loss to 
understand why the principle is 
right and proper when applied to 
a two-association joint show, but 
apparently altogether wrong when 
applied to a_ three-association 
joint show.” 
Situation Became Involved 


Differences between the organi- | 


zations, MEMA and NSPA on one 
side, and MEWA on the other, 
began months ago, before the At- 
lantic City convention. Since then 
numerous meetings and corre- 
spondence, rather than clarifying 
the positions, only tended to in- 
volve them more and more. This 
week the break came, after 
MEMA and NSPA failed to get 
an answer from MEWA at the 
deadline, Feb. 29, set by the two 
agreeing organizations. Announce- 
ments from both fields indicate 
no reconciliation and plans are 
going forward for two competi- 
tive shows. In the opinion of 
the MEMA and NSPA, “the in- 
dustry is to be burdened next fall 
with the cost of a second auto- 
motive after-market show to be 
run in competition with the high- 
ly successful annual ASI show.” 
Prior to last year’s convention 
at Atlantic City, when signs of 
the break first appeared, the 
chronology of the unsuccessful 
negotiations toward a three-asso- 
ciation joint show first starts. 
Several weeks before last year’s 





| MEWA a deadline 


as | 
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NSPA and MEMA Will Conduct 1936 ASI Shaw 


MEWA Bolts Three-Way 
Set-Up for Own Exhibit 


(Continued from Page 1) 


Atlantic City convention, the 
MEWA assistant general manager 
informed staff members of MEMA 
and NSPA that 1935 would be the 
last year MEWA would be a spon- 
sor of the joint trade show and 
that it would put on its own show 
in 1936. 

Then came the MEWA conven- 
tion last year, at which it passed 
a resolution inviting the jobber 
division of NSPA to join with it 
in putting on a separate show, 
but ignoring NSPA as such, and 
also MEMA. 

Proposal Turned Down 

NSPA’s jobber division prompt- 
ly turned down the MEWA reso- 
lution invitation and NSPA and 
MEMA immediately consummated 
a “presidents’ agreement” for a 
1936 ASI show, leaving a wide- 
open opportunity for the MEWA 
to join as one of the three spon- 
sors, should it care to do so. 

MEWA attempted to get an op- 
tion on the Amphitheatre at Chi- 
cago, but was turned down unless 
it could say it represented all 
three organizations in the inter- 
ests of the ASI show. 

From December, last year, into 
February, this year, correspond- 
ence between the three organiza- 
tions was carried on, with the 
NSPA-MEMA positions explained 
to MEWA, and the latter sent a 


copy of the presidents’ agreement. | 


Finally, with time for a definite 
stand one way or the other com- 
ing close. MEMA and NSPA gave 
—the end of 
February—by which time it was 
be a sponsor. 

Agree at Conference 


A conference was held between | 


representatives of the three asso- 


ciations in Chicago, Feb. 5. NSPA 
and MEMA representatives were | 
| year, and to this understanding 
| MEWA 


authorized to sign a show agree- 
ment at this time, if such a plan 


were consummated. MEWA rep- | 
| resentatives came prepared to ex- | 
| plore possibilities, 


but were not 
authorized to sign. 

The result of the conference 
was an agreement for an NSPA- 
MEWA-MEMA sponsored 1936 
ASI show, which MEWA repre- 
sentatives agreed to recommend 
to the MEWA executive commit- 
tee at its Feb. 18 meeting, inas- 
much as they were not authorized 
to sign such an agreement at the 


Chicago meeting. The agreement | 


called for an equal joint operating 
committee representation between 
manufacturer and jobber mem- 
bers of the show control commit- 
tee, with an equal number of each 
classification, The three organi- 
zations agreed further that their 
presidents would recommend to 
the 1937 administration that next 
year’s joint operating committee 
be composed of an equal number 
of representatives from each of 
the sponsoring associations. 

Two days after the Feb. 5 con- 
ference, MEWA sent to the NSPA 
attorney additional text for the 
agreement which it wanted in- 
cluded without furnishing a copy 
to NSPA and MEMA, these two 
stating later that it was not un- 














NSPA PROJECTS relating to sales, management and merchandising are carried on under the super- 
vision of this marketing research committee. Left to right: R. W. Procter, NSPA manufacturers’ secre- 
tary; C. E. Niehoff, C. E. Niehoff & Co.; C. E. Prefontaine, United Auto Parts, Ltd.; F. A. Miller, U. 8. 
Asbestos div., Raybestos-Manhattan, Inc.; W. P. Nash, Automotive Supply Co., Inc.; C. W. McDaniel, 
Fostoria Pressed Steel Corp.; G. Solomon, NSPA; H. N. Nigg, NSPA wholesalers’ secretary; W. J. 
Menghini, Springfield Auto Supply Co., committee chairman; J. P. Muller, Fort Worth Wheel & Rim 
Co.; NSPA president; E. P. Chalfant, NSPA executive vice-president; L. F. Hunderup, Van Norman 
Machine Tool Co., NSPA senior vice-president; L. F. Woolman, Allen Electric & Equipment Co.; R. B. 
McLure, Parts Service Corp.; F. C. Bradley, Connecticut Bearings Co., Inc.; T. L. Ford, American Ham- 


mered Piston Ring Co.; G. 


til Feb. 19 that they finally knew 
what the added material was. 

On Feb. 18, the MEWA execu- 
tive committee meeting was held 
and NSPA and MEMA were noti- 
fied that the 
would be acceptable to MEWA 
if it got equal joint operating 
committee representation, not in 
1937, but this year. According to 


NSPA and MEMA, the Feb. 5 con- | 
c wen © | ference had been arranged for | 
to declare itself if it intended to | 


and agreed to by the three asso- 
ciations after it had been made 
clear to MEWA that it would be 
useless to have the meeting if 
equal representation on the joint 
show operating committee was to 
be made an issue by MEWA this 


is said not to have ob- 
jected. 
Deadline Was Set 

NSPA and MEMA then noti- 
fied MEWA that it had until Feb. 
29 to decide finally and definitely 
whether it would or would not 
be a participant in this year’s 
ASI show on the basis of the 
agreement at the Feb. 5 confer- 
ence. Otherwise, NSPA and 
MEMA would at once proceed 
with work in connection with the 
show, while leaving the door open 
for MEWA to be a sponsor should 
it later desire to be such, but 
without show financial participa- 


| tion. 


At the deadline last week, 
MEWA had not accepted the in- 
vitation. 


By legal agreement, between 
NSPA, MEWA and MEMA, any 
one or more of the three organi- 
zations withdrawing from the 
joint show surrenders its right 
to use the title “Automotive Serv- 
ice Industries Show.” 


NSPA and MEWA have an- 
nounced they will proceed imme- 
diately with arrangements for the 
forthcoming ASI show, announce- 
ments of which will be released 
soon. 


45 STATES FOR JANUARY, 1936-1935 


Complete cumulative figures will appear each week until all 48 states or completed United States totals for the months have been printed. 


of the four states of California, Iowa, Massachusetts ard New York the compilation for January is complete. 
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Used Car Books 
Start Thirty-Day 
Money-Back Plan 


CHICAGO.—A 30-days’ money- 
back trial offer plan covering its 
three major publications—the Red 
Book cash value edition, the Blue 


| Book retail sales pocket edition 


and the Blue Book executive's 
edition—is just announced by the 


| National Used Car Market Re- 
port, Inc., through G. A. Leukhart, 


general manager. 

Declaring that this 
merchandising plan” is designed 
as an aid to dealers, Leukhart 
cites an analysis made by the 
showing exception- 
ally large stocks of used cars on 
hand in all sections of the coun- 
try. He adds that this condition 
has been attended by curtailed 
new car selling. 

Early introductions of new 
models and a severe winter which 
broke records are listed as other 
factors producing the “unprece- 
dented inventory situation.” 


“It is agreed today that losses 
of $150,000,000 on used cars in 
1935 demonstrate the need for 
turning used car losses into pro- 
fits,” states Leukhart. “This can 
be done only be having used car 
valuations that are more than 
mere reports of what cars sold 


“convenient 


500 Truckers Unite 


OMAHA, Neb. — More than 500 
Nebraska and Iowa truckers meet- 
ing at South Omaha perfected an 
organization to protect interests of 
truckers coming to the Omaha live- 
stock market. At least 4,000 truckers 
haul livestock regularly to this mar- 
ket. The organization, to be known 
as the Central States Motor Carriers 
Assn., will file a uniform tariff with 
the interstate commerce commission 
at Washington by Mar. 23. 


With the exception 
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H. Story, Stanley Works, Stanley Rule & Level division. 


for 30, 60 or 90 days ago; in other 
words, reports backed by years 
of experience that clearly show 
what cars are actually worth in 
the present market.” 


SALES INCREASE 
with 
THE WORLD’S 
FINEST 
DRIVING LIGHT 





Lorraine, the leader for over twelve years, 
now offers you greater profits than ever with 


A POWERFUL SELLING PLAN 
A carefully worked out promotion plan in- 
cludes a free floor display stand, valued at 
$5.00, advertising and selling helps and in- 
telligent co-operation with dealers. 


NEW FEATURES 
- Colors to match car bodies. 
. Twenty-minute method of installation. 
- Pre-focus principle of controlled light. 


A COMPLETE LINE 

- Eighteen Lorraine Models from $12.50 to 
$27.50. 

- Auxiliary Lights including Fog Lights, 
Road Lights, Police Lights, Warning 
Lights, Clearance Lights, Direction 
Signals. 


NATION-WIDE DISTRIBUTION 
1. Two hundred and forty wholesale dis- 
tributors insure prompt 
where. 
. Sixteen 
country. 


service every- 


factory salesmen cover the 


WRITE FOR COMPLETE INFORMATION 


APPLETON ELECTRIC COMPANY 
(AUTOMOTIVE DIVISION) 
1753 WELLINGTON AVENUE 
CH CAGO _=LLINO is 





Chrysler I Hits 
100; GM, Others 
In High Ground 


By C. J. ALEXANDER 


NEW YORK.—Automotive com- 
panies in February declared divi- 
dends calling for an outlay of 
cash amounting to $31,900,000, as 
against $3,495,000 in January and 
$17,270,000 in February, 1935, an 
increase over a year ago of 85 per 
cent. Declarations by General 
Motors and Chrysler were impor- 
tant in swelling the total for last 
month. 

Car and truck companies de- 
clared dividends amounting to 
$28,500,000, comparing with $2,- 
180,000 in January, when Pack- 
ard’s was the outstanding declara- 
tion, and $14,300,000 in February 
of last year, an increase over 1935 
of 99.4 per cent. Parts and acces- 
sory concerns last month declared 
dividends totaling $3,400,000, as 
against $1,315,000 in the preceding 
month and $2,970,000 a year ago, 
an increase over February, 1935, 
of 14.5 per cent. 


Declarations Up 105% 

For the first two months of this 
year declarations by car and 
truck companies amounted to 
$30,680,000, comparing with $14,- 
982,000 in the like 1935 period, an 
increase of 105 per cent. Parts 
and accessory company declara- 
tions in the two months totaled 
$4,715,000, as against $4,420,000 a 
year ago, up 6.7 per cent. Total 
automotive dividends declared in 
the two months amounted to $35,- 
395,000, as against $19,402,000 a 
year ago, up 82 per cent. 

Recent declarations not previ- 
ously reported included Borg- 
Warner, which declared 75 cents 
a share on its common and the 
quarterly of $1.75 on its preferred, 
both payable Apr. 1 to stock of 
record Mar. 13. This represented 
an increase over the previous 
quarterly rate of 50 cents on the 
common. 

Mack Trucks, Inc., declared the 
regular quarterly of 25 cents a 
share on its capital stock, payable 
Mar. 31 to stock of record on 
Mar. 14. Waukesha Motor Co. de- 
clared the quarterly of 15 cents a 
share, payable on Apr. 1 to stock 
of record Mar. 16. 


Resumes Dividends 


Square D Co. resumed dividends 
on its Class B common with the 
declaration of one payment of 25 
cents a share, designated as “a 
dividend,” and another of 10 cents 
a share, designated as an extra. 
Both are payable on Mar. 31 to 
stock of record Mar. 20. This 
company also declared the quar- 
terly of 55 cents on the preferred 
A, payable on the same date. 


Thompson Products declared an 
initial quarterly dividend of $1.25 
on its new 5 per cent preferred, 
payable Apr. 1 to stock of record 
Mar. 23. Bohn Aluminum & Brass 
declared a regular quarterly divi- 
dend of 75 cents on its capital 
stock, payable Apr. 1 to stock of 
record Mar. 13. Fisk Rubber de- 
clared the regular quarterly of 
$1.50 on its preferred, payable 
Apr. 1 to stock of record Mar. 12. 
Federal Motor Truck declared 10 
cents on its capital stock, payable 
Apr. 1 to stock of record Mar. 14. 
Federal paid a similar amount on 
Dec. 20, 1935. Bower Roller Bear- 
ing declared the quarterly of 25 





Canadian Limit 


MONTREAL. — Maximum weight 
of auto-buses using provincial high- 
ways of Quebec this year must not 
exceed 22,000 pounds, according to 
an order in council signed by Lieu- 
tenant Governor E. L. Patenaude. 
Exception is made for routes 2, 7 
and 14 leading from Montreal to 
the Ontario border, where a weight 
of 25,000 pounds will be allowed. 


24 Motors 





AUTOMOTIVE DAILY NEWS, SATURDAY, MARCH 7, 1936 


F ehruary Automotive Dividends Total $31,900,000 


cents, payable Apr. 25 to stock of 
record Apr. 1. 

Thompson Products has called 
for payment on Mar. 28 at $110 a 
share and .accrued dividend the 
outstanding 7 per cent preferred 
not exchanged for the new issue 
of $5 preferred created by the vote 
of stockholders on Jan. 15, last. 


Chrysler Crosses 100 

Automotive Daily News stock 
price averages for Wednesday, 
Mar. 4, compared as follows with 
the preceding week and a year 
ago: 
This 
Week 


Year 
Ago 
19.90 
20.28 


Last 
Week 
42.51 45.47 
44.46 — 


Change 


+-2.96 
+3.06 


10 Car-truck co's... 
10 Parts-accessories 40.99 44.2 -+-3.30 20.74 
4 Tire-rubbers ... 24.18 25 70 +1.52 14.15 

A feature of the week among 
the motors in the stock market 
was the fact that Chrysler crossed 
100 for the first time since the 
days of the pre-depression boom. 
General Motors also went into 
new high ground for recent years 
at above 62. Gains were general 
all down the line, with Auburn, 
Packard, Mack and Studebaker 
among the features in the car and 
truck group, which made a new 
high for this year and last in the 
price average. 


Parts Group Makes Highs 


The parts and accessory group 
also made a new high, with Ben- 
dix, Bohn, Borg-Warner, Briggs, 
Electric Auto-Lite and Motor 
Products contributing outstand- 
ing performances on the upside. 
The tire and rubber group was 
higher in the average, but did 
not reach new high ground. 


The motors generally partici- 
pated in the wide advance on the 
corporate surplus tax news of 
Tuesday, but gave some ground 
on Wednesday afternoon. 


Wagner . Profit Up 


ST. LOUIS. Wagner Electric 
Corp. for the year ended Dec. 31, 
1935, shows a net profit of $835,947 
after depreciation, federal taxes, etc., 
equal after 7 per cent preferred 
dividends, to $1.94 a share on $391,- 
385 shares of common stock. This 
compares with $314,330, or 59 cents 
a common share in 1934. 


Last Minute Wall Street Wires 


From C. J. ALEXANDER 


Wall Street Correspondent, Automotive Daily News 





New York, March 6, 3:30 P.M.—Led by General Motors and 
Chrysler automotive stocks registered another advance 
Chrysler crossed 101 and General Motors went 


today. 


above 63, both registering new highs. 
higher in line with stock market as a whole. 


active. 


Other motors were 
Trading was 








Hudson Position 
Best in 4 Years, 
Barit Reports 


DETROIT.—Substantial im- 
provement in the cash and work- 
ing capital position of the Hudson 
Motor Car Co. is revealed by the 
company’s consolidated balance 
sheet as of Dec. 31, 1935, as com- 
pared with the close of the pre- 
ceding year. Commenting on this 
improvement as shown in the 
latest balance sheet just sent to 
stockholders, A. Edward Barit, 
president, points out that the 
company’s net working capital of 
$9,966,661 is greater than at any 
time in the past four years. 


“Hudson’s working capital in 
the past year,” said Barit, “in- 
creased $2,078,000 as a result of 
operations alone. This figure 
takes no account of the further 
increase resulting from the intro- 
duction of new capital during 
1935.” 

At the close of 1935, Hudson’s 
cash account totaled $9,584,006 as 
compared with $2,575,538 at the 
close of 1934. During the past 
year total current assets in- 
creased from $8,276,311 to $16,- 
671,019. The ratio of current as- 
sets to current liabilities was 2.48 
to 1 on Dec. 31, 1935. 





Budd Wheel Profit 


PHILADELPHIA.—Net profit of 
the Budd Wheel Co. in 1935 was 
$784,444 after taxes and charges, 
compared with earnings of $111,943 
in 1934, according to the company’s 
annual report certified by independ- 
ent auditors and made public by 
Edward G. Budd, president. This 
profit of $784,444, after making pro- 
vision for one year’s dividend re- 
quirement of $55,979 on the out- 
standing preferred stock, is equal 
to 75 cents a share on the 965,258 
shares of outstanding common stock 
(excluding treasury stock) com- 
pared with per share earnings of 
five cents in 1934. 


Plans Recapitalization 


NEW YORK.—A recapitalization 
plan for the Autocar Co. is to be 
submitted to shareholders at the 
annual meeting Mar. 13. It proposes 
to raise $300,000 by an issue of 10- 
year debentures and the payment 
of 20 per cent, on $907,000 on ac- 
count of the first mortgage 7 per 
cent bonds now outstanding, in con- 
sideration of the extension of these 
bonds for 10 years from the present 
maturity date, May 1, 1937. 

Some bondholders have indicated 
their assent to the extension, the 
company reports. 

The remainder of the new money 
is to be used as additional work- 
ing capital. 


Hoover Reports 


ANN ARBOR, Mich.—The Hoover 
Steel Ball Co. reports for the fiscal 
year of 1935 a net profit of $192,067 
equal to $1.38 a share on 139,412 
shares of common stock. 


AUTOMOTIVE STOCK QUOTATIONS 


AT CLOSE OF MARKETS FRIDAY, MARCH 6, 1936 


(Furnished by Wm. C. Roney Company, Union Guardian Building, Detrcit) 


NEW YORK 


Allis Chalmers Mfg 
American C. & F 
American Chain 
Auburn Auto 
Bendix Aviation 
Bethlehem Steel 





. Co. &. GC 
Budd Wheel Co 
Chicago Yellow Cab (1) 
Chrysler 
Clark Equipment 
Cleveland Gr. Br 
Collins & Aikman 
Commercial Credit 
Commercial Inv. T. 
Continental Motors 
Curtiss-Wright 
Curtiss-Wright A 
du Pont de Nemours 
Eaton Mfg. 
Electric Auto-Lite 
Electric Storage Battery 
Evans Products 
Federal Motor 
Firestone T. & R. 
Gabriel Co. A 
General Electric (80c) 
General Motors 
Glidden 
Goodrich, B. F. 
Goodyear T. & R. 
Graham-Paige 
Hayes Body Corp. 
Houdaille-Hershey B 
Houdaille-Hershey A 
Hudson Motor 
Hupp Motor 
International Harvester 
Johns-Manville 
Kelsey-Hayes W. 
Kelsey-Hayes W. B. 
Lee Rubber & Tire 


Last Sale 
Mar. 6 Feb. 28 High 1 


44%, | 6154 
39/4 | 35 
41 393/, 
46 | 5094 
24% | 40 8, 
575g | 377% 28/5 
581, | 22 7s 
783/4 | 22% 4%, 
58g | 21% 11 
114 | 21 12 
121% | 13 3, 
25 33 161 
94 Vy 8 2% 
35/2 | 265% 9 
43 167s 10 
45Y2| 9% 3g 
489 | 17% 8, 
61 %s 6% 
24% 
22 
13% 
4g 
28/4 
35, 


1936 
Low 
211, 
12% 
18g 
20 


Nash 


Libbey-Owens-Ford Glass 
Ludlum Steel 
Mack Trucks (1) 
Marlin Rockwell 
Midland Steel 
Motor Products 
Motor Wheel 
Murray Corp. 


Last Sale 
Mar. 6 Feb. 28 
57V2 
3242 


NEW YORK 


Pacific Mills 

Packard 

Raybestos Manhattan 
Reo Motor 

Republic Steel Corp. 
Socony Vacuum 
Sparks- Withington 
Spicer Mfg. 

Stewart- Warner 
Studebaker 

Thermoid Co. 
Thompson Products 
Timken-Detroit Axle 
Timken Roller Bearing 
U. S. Industrial Alcohol 


94, U. S. Rubber 


32% 
67 
2% 


Westinghouse E. & M. 
White Motors 
Yellow Truck 


18 Young Spring & Wire 


1% 
12 
28, 

6% 
164. 


CHICAGO 


Asbestos Mfg. 
Bendix Aviation 
Borg-Warner 
Houdaille-Hershey B 
Modine Mfg. 


11 Perfect Circle 
Pines Winterfront 


34% 

3Y, 
1414 3, 
221 5 
83 40 
17. 4% 


DETROIT 


Federal Mogul 
Hall Lamp Co. 
Hoover Steel Ball 
Murray Corp. 
Parker Rust Proof 
Timken-Detroit 


Retail Sales 
Value Shows 


Jan. Decline 


WASHINGTON.—The value of 
retail sales of new passenger 
automobiles shows a slight de- 
cline from December, 1935, to 
January, 1936, according to the 
preliminary adjusted index figures 
released this week by the U. S. 
Bureau of Foreign and Domestic 
Commerce. 

This index, which makes allow- 
ance for the number of days as 
well as for seasonal movements 
was 102.0 in January on the basis 
of the 1929-1931 average as 100 
compared with 106.5 in December 
and 113.5 in November, 

Sales in January, according to 
these preliminary figures, were 
36 per cent greater than in Janu- 
ary, 1935, and 207 per cent larger 
than in January, 1934. Daily 
average sales, without seasonal 
adjustment decreased almost 23 
per cent from December to Janu- 
ary. 

Index of the Dollar Value of 
Retail Sales of New Passenger 
Automobiles 1929-1931—100. 

Without Seasonal Adjustment 

1934 1935 1936 
51.5 769.4 

72.7 

100.2 

116.7 

98.4 

104.9 

89.1 

80.2 

50.1 

53.3 

96.6 

90.6 
With Seasonal Adjustment 
1934 1935 1936 
75.0 +102.0 

86.5 

94.5 

78.5 

70.0 

78.5 

81.0 

75.0 

79.0 

82.0 

113.5 

*106.5 


83.8 
*Revised 
*Preliminary 


First Earnings Since ’31 

SOUTH MILWAUKEE, Wis.—The 
first profit since 1931 has been re- 
ported by W. W. Coleman, president 
of the Bucyrus-Erie Co. The earn- 
ings came to $156,429 after all 
charges and compared with a loss 
of $289,036 in 1934. Prospects for 
1936 were reported as bright, and 
while the volume of 1935 business 
did not reach a total which could be 
called satisfactory, material increases 
in 1934 and 1935 indicate a trend 
that can be considered distinctly en- 
couraging. 


Waukesha Reports 
WAUKESHA,Wis.—The Waukesha 
Motor Co. had a net profit of $153,- 
628, after charges, including depre- 
ciation and income taxes, for the 
six months ended Jan. 31. These 
earnings were equal to 38 cents 
a share on the 400,000 outstanding 
shares of $5 par common stock. 
While comparisons were not avail- 
able, since the firm did not pre- 
viously make a six month report, 
net profit for the full fiscal year 
ended July 31, 1935, was $493,000, 
against $121, 000 the year before. 
Production during the six months 
period just closed is understood to 
have run about 30 per cent ahead 
of the same period a year previous. 


Budd Mfg. Profit 


PHILADELPHIA.—Net profit of 
the Edward G. Budd Mfg. Co. in 
1935 was $743,412 after taxes and 
charges, compared with a loss of 
$1,398, 832 in 1934, according to the 
company’s annual report certified by 
independent auditors and made pub- 
lic by Edward G. Budd, president. 
This profit of $743,412 is equal, after 
making provision for one year’s divi- 
dend requirement of $416,717 on the 
outstanding preferred stock, to 30 
cents a share on the 1,060,618 shares 
of outstanding common stock at the 
end of the year (excluding treasury 
stock). 





Sparks 
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Chris 
Sinsabaugh 


(Continued from Page 1) 


boy outfit for me and made me 
put it on, and I became a Broncho 
Billy, too. But that wasn’t all. 
Half-way into town we stopped 
alongside of a 1905 two-cylinder 
Buick, which had a saddle on the 
bonnet, a rifle strapped to it and 
a lasso hung on the radiator cap. 
I had to ride that Buick sitting 
in the saddle the rest of the way 
into town, right on the main 
streets and with citizens gaping 
at me and sizing me up as a drug- 
store cowboy. 
co eo * 

BUT THAT was just a curtain- 
raiser. The rest of the party was 
at the Fort Worth Club, where 
Amon C. Carter, publisher of the 
Fort Worth Star-Telegram had 
the table set for a real Texas sup- 
per and the columnist and the 
dealers were guests of a man who 
has been an automobile pioneer 
in Texas—dating back 30 years 
when he used to promote reliabil- 
ity tests, races and the like to 
help out the infant automobile in- 
dustry. Carter now has a paper 
which is said to have more cir- 
culation than any other daily in 
the state and with Fort Worth 
rating fourth in population in 
Texas. 

Grouped around the Carter 
mahogany that night were San- 
ford Webb of Buick, Frank Kent 
of Ford, Ernest Allen of Chev- 
rolet, H. B. Ransom of Chrysler- 
Plymouth, O. B. Smith of Pontiac, 
Frank Filligim of Ford, Carl 
Aldenhoven of Chevrolet, A. P. 
Mitchell of Cadillac; Johnny John- 
son, Chevrolet’s southwest re- 
gional manager; Hershel Wilson, 
southeastern regional manager of 
General Motors Parts; C. R. 
Smith, president of American Air- 
ways, who slept in the lower 
berth from Fort Worth to Los 
Angeles, with me above, because 
the upper berth is supposed to 
be better sleeping; Hugh Smith, 
vice-president of American Air- 


“ways; Homer Belew, advertising | 


manager of the Star-Telegram, 
and Mack McGinley, automobile 
editor of the same publication. 

* * * 

SO MUCH for Fort Worth. 
While I stopped over a day in 
Los Angeles to get my second 
wind and say howdy to Henry 
Ewald, who is over there now on 
a sort of a vacation with his 








12-year-old son, Ted, and Norm 
Sharrock, I am purposely skipping 
Los Angeles in today’s log, be- 
cause I am going back there 
after I get through in San Fran- 
cisco. Here’s where I am now 
and as this is written. I haven’t 
had an idle moment. First crack 
of the bat I was drafted for a 
luncheon given by the San Fran- 
cisco Motor Car Dealers Assn., at 
the Yacht Club. Barney Oldfield 
was there, too, in the king row, 
and there were enough other 
veterans there, like Bill Hughson, 
George Wahlgreen, Fred Pabst, 
Leon Pinkson and Chester 
Weaver, to make us all senti- 
mentally reminiscent. President 
Don Gilmore, of the association, 
was most tolerant in allowing us 
old gentlemen to get garrulous. 
But Don put the brakes on and 
then the assembled dealers made 
the columnist open up a question 
and answers department as to 
just what is going on in the in- 
dustry east of the west coast. 
* * * 

I, TOO, MUST put on the 
brakes on this particular column, 
for it seems to me that I am get- 
ting a bit gabby. But there’s so 
much to tell about San Fran- 
cisco, so I'll save the rest of it 
for another week. Excepting, of 
course, to write in today’s record 
of how Bill Hughson, oldest of 
Ford dealers, and who is illus- 
trious potentate of Islam Shrine, 
took me to the Thursday lunch- 
eon as his special guest and I 
had to make a short, snappy 
speech. Now, I’m bragging a bit, 
so I will have to sign off. 





| 
| 


(EEE 
Lo This Corner 
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the selling price of an article on 
credit should bear the cost of such 
eredit plus hazard. The reduction 
of selling price and the saddling of 
the cost of the hazard onto the 
dealer is, to my mind, unsound and 
will eventually lead to another 
“trouble” for the automobile dealer 
to assume. 

As I stated above, it is quite true 
that the 6 per cent plans will elim- 
inate, to a certain extent, the load- 
ing of finance charges but the price 
that the legitimate dealer is going 
to have to pay will be high. Just 
because there are a certain number 


@ Make the bright lights of Manhattan even brighter by stopping 
at the modern Hotel Lexington in the heart of New York's smart 
east side. You'll like the cheery rooms and the cheery service. 
Amazingly moderate rates, too . . . from $3 for one person: $4 


for two persons. 


HOTEL LEXINGTON 


48th STREET AND LEXINGTON AVENUE 


Charles E. Rochester, Manager 
National Hotel Management Co., Inc.—Ralph Hitz, Pres. 





of dishonest men in a community 
should be no reason why all of the 
rest should be handcuffed, so just 
because there was a certain amount 
of finance loading is no reason why 
the entire dealer set-up should be 
burdened with the contingent liabil- 
ity of billions of dollars. 


I suggest that some consideration 
be given to these few thoughts.— 
John E. Davis, president The Na- 
tional Guarantee and Finance Co., 
Columbus, O. 


Alfred O. Dunk 

DETROIT.—Alfred O. Dunk, one 
of the pioneers of the automobile in- 
dustry and formerly president of the 
Detroit Electric Co., died Mar. 5 in 
Los Angeles, where he had gone for 
a vacation. The body will be re- | 
turned to Detroit and funeral plans 
will be announced later. 

Mr. Dunk was 63 years old. He 
succumbed to an attack of pneumonia 
and was ill only two days. He was 
a leading figure in the once flourish- 
ing business of manufacturing and 
selling electric automobiles. As pres- 
ident of the Detroit Electric Co. 
he was active in this field for many 
years and until a few years ago, 
continued to supply parts for elec- 
trices still in operation whose owners 
refused to abandon them. 

Mr. Dunk is_ survived by his 
widow, Edith W. Dunk, a son, Alfr d 
W., a daughter, Mrs. Dorothy Lucey, 
and a sister, Mrs. Mary McLellan, 
all of Detroit. 





AUTOMOTIVE 
ON THE AIR 


MONDAY, MAR. 9 


SUN OIL (NBC, Blue), Lowell 


6:45 P.M. 
Thomas. 

7:45 P.M, 

8:00 P.M. 
lumbia), 
Road 

8:30 P.M.—FIRESTONE (NBC, Red), The 
Voice of Firestone—Richard Crooks, tenor; | 
Margaret Speaks, soprano, with mixed chorus 
and Wm. Daly’s symphonic string or 
chestra. 

9:00 P.M.—SINCLAIR (NBC, 
Minstrel Show with Gus Van, 
band, direction Harry Kogan 


TUESDAY, MAR. 10 | 
SUN OIL (NBC, Blue), 


PHILCO (Columbia), Boake Carter. 
STANDARD OIL OF N. J. (Co 
Esso Marketers present Lombardo 


Blue), Sinclair 
interlocutor; 


6:45 P.M, Lowell 
Thomas 


PHILCO (Columbia), Boake Carter. | 


PACKARD 
baritone, 


7:45 P.M. 

8:30 P.M. 
Tibbett, 
orchestra 

9:30 P.M.—-FORD 
Pennsylvanians 
TEXAS (NBC, Red), 
Program Donald Novis, 
Eddy Duchin and orchestra 


(Columbia), Lawrence 


(Columbia), 


Fire Chief 
Grafton; 


Texaco 
Gloria 


with Don Vorhees and his | 


Fred Waring’s | 





WEDNESDAY, MAR. tI 


| 
6:45 P.M.—SUN OIL (NBC, Blue), Lowell | 


Thomas 


7:45 P.M.—PHILCO (Columbia), Boake Carter. | 


THURSDAY, MAR. 12 

6:45 P.M.—-SUN OIL (NBC, Blue), 
Thomas 

7:45 P.M.—PHILCO (Columbia), Boake Carter 

8:00 P.M. PITTSBURGH PLATE GLASS | 
(NBC, Blue), Symphony orchestra, direction 
Antonio Modarelli; Efrem Zimbalist, violin 
ist, guest artist. 

9:30 P.M.—-PLYMOUTH (Columbia), 
“Gulliver, the Traveler,’ with Lennie 
ton’s orchestra. 

10:00 P.M.—-STEWART-WARNER (Columbia), 
Alemite Half-Hour, with Heidt’s Brigadiers. 


FRIDAY, MAR. 13 
SUN OIL (NBC, Blue), 


Lowell 


Ed Wynn, 
Hay 


6:45 P.M. Lowell 
Thomas. 

7:45 P.M. 

8:00 P.M. 


Concert 


PHILCO (Columbia), Boake Carter 


CITIES SERVICE (NBC, Red), 
Lucille Manners, soprano, and 
Cities’ Service quartet; Frank Banta and 
Milton Rettenberg, piano duo; Rosario 
Bourdon’s orchestra 
SOCONY VACUUM (Columbia), Flying Red 
Horse Tavern. 

9:30 P.M.—FORD (NBC, Blue), Fred Waring 
and his Pennsylvanians; Tom Waring, bari 
tone; Rosemary and Priscilla Lane, singing 
sisters. 

10:00 P.M. 
ard Himber 


SATURDAY, MAR. 14 

7:00 P.M.—ATLANTIC REFINING (Columbia), 
The Atlantic Family on Tour, with Frank 
Parker, tenor; Bob Hope and guests. 

(To West Only) STANDARD OIL OF INDI 
ANA (Columbia), Jack Hylton in ‘You | 
Shall Have Music."’ 

9:00 P.M.—CHEVROLET (NBC, Red), 
rolet Rubinoff and _ his 
Virginia Rea, soprano; Jan Peerce, 
Graham McNamee. 

9:30 P.M.—SHELL EASTERN 
(NBC, Red), The Shell Chateau 
master of ceremonies; guest artist; 
Young’s orchestra. 


SUNDAY, MAR, 15 

RADIO CORP. (NBC, Blue), Sym- 

orchestra, direction Frank Black; 

Kennedy, commentator, and Milton 
J. Cross, master of ceremonies. 

2:30 P.M.—LINCOLN ZEPHYR 
Jose Manzanares and his South 

6:30 P.M.—ACME (Columbia), Smiling 
McConnell. 

7:30 P.M.—GULF (Columbia), 
Hal Kemp's orchestra. 

9:00 P.M.—FORD (Columbia), Ford Sunday 
Evening Hour, with Efrem Zimbalist, vio- 
linist, guest star. 


STUDEBAKER (Columbia), Rich 
and Studebaker Champions. 


Chevy 
Violin; 
tenor; 


presents 


PETROLEUM 
Al Jolson, 
Victor 


2:00 P.M. 
phony 
John B. 


(Columbia), 
Americans, 


Ed 


Phil Baker and 





10:00 P.M.—GENERAL MOTORS (NBC, Red), 
Symphony orchestra, direction Erno Rapee; 
Josef Hofmann, pianist, guest artist. 


the Ath Dimension 


The News of Automotive Advertising 
By GERRY SCHURMAN 


Spring Song 
Cadillac plans to open the 
spring selling season with an in- 


tensive newspaper advertising | 


program of national scope. 
“The newspaper campaign is 
scheduled to start about the mid- 


| dle of March, according to Frank 


J. Denney, advertising manager. 

Shortly afterwards will com- 
mence an outdoor display of na- 
tional coverage. Equal emphasis 
will be placed on all members of 
the “Royal Family of Motordom,” 
including Cadillac, Cadillac-Fleet- 
wood and LaSalle. 

Also nation-wide will be a direct 
mail campaign which will carry 


through the early spring months. | 
Advertising in a representative | 


group of weekly and monthly 
magazines will contine during the 
spring, 


5,130,000 Talks 


A total of 5,130,000 copies of W. 
J. Cameron’s informal talks on 
the Ford Sunday Evening Hour 
over CBS, has been printed to 
meet the demand. While 56,000 
copies were needed to supply re- 
quests for his first talk in the 
1934-1935 series, 75,000 copies of 





the opening talks of the 1935- 
1936 series were necessary. In 
recent weeks, more than 100,000 
prints of Cameron’s talks have 
been made to fill requests. 


Renewed 

They aren’t Used Cars in Salt 
Lake City. A campaign recently 
staged by the Salt Lake Tribune 
Telegram renamed them Nenewed 
Cars, and attractive copy invited 
the reader to turn to the classified 
columns for good buys. 

High points of the campaign 
was two-color full page showing 
scenic spots around Salt Lake 
City. Copy called attention to 
the used cars listed in the classi- 
fied section. 

Another series of smaller, car- 
toon advertisements explained 
that it wasn’t really a brand new 
car—it was a renewed car bought 
through the paper’s classified ads. 

Co-operation of newspapers 
with used car dealers has been 
increasing. From the correspond- 
ence to ADN it seems pretty safe 
to assume that before long an 
increasing number of newspapers 
will be promoting used cars in 
their columns. 


Standard Service Manual 


and Flat Rate Book 


By PAUL 


DUMAS 


Builder of Flat Rate Information since 1924 


Here is the latest thing in a Flat Rate Book and 


Service Manual. 


Over 500 illustrations of which 


200 cover peculiarities in construction which you 
need to know to save time and money. Just the 
thing for the dealer who makes repairs to his used 


cars. Absolutely 
indispensable to 
the dealers operat- 
ing a general serv- 
ice station. 


Illustrated index 
—900 pages—quick 
car index—section 
on carburetor, 
showing adjust- 
ment, calibrations, 
settings, levels and 
part numbers—in- 
formation on Chev- 
rolet and Clum type 
Electrolock igni- 
tion switches— 
headlight section— 
information on 
Spicer integral 
type rear axle— 
knee-action wheels 


—fuel pumps—painting—machine shop work— 
bench work—parts numbers and prices on brake 
lining requirements for each car model. 


Price 86.00 


Send check or money order to the 


STANDARD TECHNICAL COMPANY 


699 NORTH BROAD STREET 


PHILADELPHIA, PA. 


SALESMEN: Some good territory open to men calling on 
the dealer trade. 
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AND HERES 
THE REASON WHY } 


‘oo Dodge and Plymouth line is the most 
satisfactory one I have had in my entire 2) 


years of automobile selling,” says Mr. Langford. 
“This is due to several things: first, the economy 
of both cars and trucks and their reputation for 
dependability. We continually have customers come to us 
and tell us how satisfied they are with their cars. 


“Second—the market coverage is the most perfect of any | 
line of cars and trucks offered to a dealer today. Third—we’' 
have also shown a nice profit from Dodge trucks. . 


“Our gross profits in 1935 exceeded those in 1934 by 37.9%/ 
and that, of course, is what interests us most. And we look: 
to an even further increase in 1936.” 


Mr. Langford’s letter is typical of those received from Dodge} 
dealers throughout the country, regarding this Triple-Profit/ 
Dealership . . . Dodge and Plymouth cars—and Dodge trucks 
For further facts, write—in confidence of course — to 
A. vanDerZee, General Sales Manager, Dodge Division oi 
Chrysler Corporation, Detroit, Michigan. 
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